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JUILYING DU pple! 


What's New ta 
Sldg. Supply Stores 


At left: new air-conditioned store of Badger 
Lumber Co. in Overland Park, Kan. Below: 
new Builders Super Market in Warsaw, Va., 
featuring drive-in service. See pages 25-33 for 
effective new store interiors and exteriors. 
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IT’S DIFFERENT 
INSIDE, TOO! 


This Birmingham home is enhanced 
with interior walls of full-wall panels 
of waterproofed laminated wood 
fiberboard. See page 36 for ideas on 
selling laminated wood-fiber panels 
—and page 34 for sales pointers on 
outside house paint. 
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NEW additions to 
the WESLOCK Lin 


These new WESLOCKS are available for 
Sliding Pocket Doors. All outside trim is of 
solid brass. Locking levers on privacy locks 
are tempered steel and are retractable. No 
protruding bolts when door is in unlocked 
position. Reversible and will fit right and left 
hand doors 144” to 13%”. 


CLOSED 


New privacy Lock 


New 512" ESCUTCHEON 


ay _ WITH 5” BACKSET 


d 


WESTERN | 
Wes Lock) 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS 
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Everybody, % 
needs nails! _} 


—< 


DISPLAY THEM WHERE 
THEY'LL BE SEEN.... 





DIXISTEEL NAILS 

ARE MADE TO SELL 

DixisTEeL Nails have maxi- 
\ mum strength and greater 


bend resistance. Heads are 
accurately centered, won't fly off. 
Points are clean cut and sharp— 
penetrate easier. That’s why they 
sell better. 
Full range of sizes and finishes 
available. 


LEAD HEAD NAILS 


The Dixisteet Lead Head 
Nail is the ideal roofing 
nail to sell. It builds cus- 
tomer satisfaction; builds 
profits for you. 

The Drxistee, Lead Head Nail 
never loses its head! It won’t fly off 
when driven or as a result of con- 
traction or expansion of the roofing. 

Order from.-your wholesaler now. 
Free samples on request! 


AUGUST, 1954 


You may be letting extra profits slip by because 
you are keeping your nails where customers 
can’t see them. 

Put some eartons of DixisTEEL Wire Nails 
and Brads out where your customers can see 
them and they will buy them on the spot. 

The red, yellow and black DixistEEL pack- 
ages are real eye-catchers—natural reminders 
to buy. 

Order a supply of DixistEEL Wire Nails and 
Brads from your wholesaler and watch your 


profits grow! 


DIX(S:TEEL 


ATLANTIC STEEL COMPANY 
ATLANTA, GEORGIA 
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Features for and about Southerners 


Prescription for Old-Fashioned Stores 

$100,000 ie oa in Town of 1,000 People....... 
Modern Angle in Supply Store Design 

New-Store Look in Tennessee, Carolina 
Designed for Quick Self-Service 

How to Sell More Laminated Fiberboard 


Where to Find Classified News 


Washington News that Matters to Dealers. . 
Supply and Demand—Strike Lifts Prices 
News of the Industry for Lumber Dealers 
Dealers in the News, South and Southwest. . 
Hunches on Items You Should Sell or Use 
What's New Among the Wholesalers 





. 


Copyright, 1954, W. R. C. Smith Publishing Co., Atlanta, Ga. 


INBP BUSINESS PUBLICATIONS AUDIT OF CIRCULATION 


NATIONAL BUSINESS PUBLICATIONS 
Published monthly and mailed without charge to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


Business Representatives 
CHICAGO: Robert A. Blum, 338 North Michigan Avenue, Tel, Central 
6-4181. 


CLEVELAND: W. G, Sheehan, 17021 Amber Drive, Cleveland 11, Ohio. 
Tel. Winton 1-1806, 


GASTONIA, N, C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 


LOS tg ES: B. ¢ acne 6399 Wilshire Boulevard, Los Angeles 
, Calif., te. Webster 8-9241. 


NEW Y ORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, Tel. 
University 4-2087, 


Published Monthly in Atlanta, Ga., and Charlotte, N. C., by 
W. R. C. SMITH PUBLISHING COMPANY 


y the best Avon of all * 
6 fastest to install... 


Sizes for any 
double -hung or 
louvre window 


TENSION-#ite aluminum 
screens fit all wood double- 
hung or jalousie windows 


—s 


Built-in 
template 


Assures fast, mistake - proof 
installation. Screen is cor 
rectly centered at all times 


J 
Put up with only \ Z 


eon + ie 


The five screws (six on 
screens wider than 3-0”) are 
inserted in seconds. No 
loose hardware—no lefts or 
rights. 


TENSION-tite screens are superior 
in many ways... 


FEATURES 





ADJUSTABLE 
TENSION 


Tension does not 
depend on springs. 





SELF-CENTERING 


Screen cannot slide 
to right or left 


when opened. 





NON-BOWING 
BOTTOM BAR 


Center clip provided 
on all wide screens. 





PRE-ATTACHED 
HARDWARE 


Nothing to lose. 
No lefts or rights 
to install. 





NO LEVERS 
Children play with 
tension levers; fre- 
quently snap fi! 

off. 








nom — 
scaceming MAGE 9 i 


There is never any painting, 
rust or staining with TEN 
SION-tite screens. They are 
made entirely of aluminum 


FASTENS 
TO SILL 


No danger of split- 
ting vertical blind- 
stops. 





CAN BE PUT UP 
FROM OUTSIDE 


If upper sash is 
stuck or nailed. 











See Sweet's Light Construction File 5b/Ru for additional data or write 


Mt RUDIGER-LANG CO. 


2701 Eighth St., Berkeley 10, Calif. + Suite 310, International Trade Mart, 
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Publishers Also of 


SOUTHERN AUTOMOTIVE JOURNAL 
TEXTILE INDUSTRIES 
ELECTRICAL SOUTH 


SOUTHERN HARDWARE 
SOUTHERN APPLIANCES 
SOUTHERN POWER & INDUSTRY 


New Orleans, La. * Distributed in Southern California by TENSION-tite 


. Rooke, Chairman of the Board; poe P. Smiru, President; i cr 
r Ww. McAuuistea, First Vice-President; E. W. O’Baren, Vice-President ; Window Screen Co, S473 Beverly Beutovand, Les Angeles 48, Celforate 
A. E. C. Smrrn, Vice-President ; 0. A. SHARPLEss, Treasurer; 


A. F. Roserrs, Secretary. 
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Associated Plywood Mills, Inc. 


General Offices: Eugene, Oregon 
Plywood plants at Eugene and Willamina * Lumber mill at Roseburg 
BRANCH SALES WAREHOUSES: 4268 Utch St., St. Louis, Missouri; 4814 Bengal St., Dallas, Texas; 
4003 Coyle St., Houston, Texas; 1026 Jay St., Charlotte, North Carolina; Wake Forest Road, Raleigh, 


North Carolina; Worley Road, Greenville, South Carolina; 925 Toland St., San Francisco, California; 
Eugene, Oregon; Willamina, Oregon. 


SALES OFFICES: 31 State St., Boston, Massachusetts; 595 E. Colorado St., Pasadena, California. 
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association 


directoru... 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs. 
Mary K. Harless. Tel. 7-3195. President: Peter Fyfe, 
Birmingham, Ala 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Robert R. Stair, Little Rock, 
Ark. 


Building Material Merchants of Georgia—1!050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. 
Rowell. Tel. Elgin 5329. President: Allen Johnson Sr., 
Albany, Ga 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 6-5541. President: W. M. Spurrier, 
Charlotte, N. C. 


Florida Lumber and Millwork Association — 2218 Edge- 
woter Drive, P. O. Box 7125, Orlando, Fla. Secretary- 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi- 
dent: Ray C. Tylander, West Palm Beach, Fla. 


Kansas Lumbermen’s Association—Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: Henry C. Wildgen, 
Hoisington, Kas. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: H. L. Shannon, Henderson. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Shelby Hill, 
Monroe, La. 


Lumbermen’s Association of Texas —— South Coast Life 
Insurance Building, Houston 2, Tex. Executive Vice- 
President: Gene Ebersole. Tel. PReston 9157. President: 
Harvy L. Richards, New Braunfels, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
W. R. Lamar, Washington, D. C. 


Mississippi Retail Lumber Dealers Association — 607 
North State Street, P. O. Box 1968, Jackson 115, Miss. 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- 
dent: Sam Simmons, Grenada, Miss. 


National Building Material Distributors Association— | | | 
W. Washington Street, Chicago 2, III. General Manager: 
S. M. Van Kirk. Tel. Franklin 2-3149. President: H. M 
Dooley, Saginaw, Mich 


National Lumber Manufacturers Association — 1319 
Eighteenth Street, N. W., Washington 6, D. C. Exec. 
Vice-President: Leo Bodine. Tel. Decatur 2-1050. Presi 
dent: James R. Bemis, Prescott, Ark. 


National Plywood Distributors Association — 20 N. 
Wacker Drive, Chicago 6, Ill. Managing Director: Charles 
E. Devlin. Tel. Financial 6-2871. President: Robert C 
Whitmeyer, Gloucester City, N. J. 


Nen@- Perri 


Hey —pick up extra 
profits without 
extra sales effort! 


-stock 


DICKS-PONTIUS 
WHITE WONDER 


Sealing Compound 


This gleaming white, high quality seal- 
ing compound is so easy to handle and 
has so many home uses that it's a perfect 
and profitable ‘do-it-yourself’ product! 
You don't have to push White Wonder 

just put the flashy, space-saving dis- 
play box on your counter and White 
Wonder will sell itself! 


COUNTLESS USES! Replacing loose or broken 
tiles, filling cracks in woodwork and 
around sinks, basins and tubs—patching 
plastic, ceramics, furniture, picture 
frames, etc. Moisture-proof, -heat resist- 
ant! Tube has built-in applicator tip. 12 
tubes to each eye-catching display box. 


NATIONALLY ADVERTISED! 


Popular Mechanics 
Popular Science 


Family Handyman 


Order D-P White Wonder from your jobber now! 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C. 
Executive Vice-President: H. R. Northup. Tel. NAtional 


The Dicks-Pontius Company + Dayton 2, Ohio 





Alexandria, Virginia *« Decatur, Georgia « Dallas, Texas 
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When QUALITY and SERVICE count 


call for 
=-PLY WOOD 
-P -LUMBER 
=-DOORS 


You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one coll does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 


G-P PRODUCTS—G-P Ripplewood Textured Paneling + 
GPX Plastic-faced Plywood « G-P Crownply Hardwood 
Plywood + G-P Plysheet Southern Plywood + Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hardwood Flush Doors « Cypress and Redwood Lumber 
* Southern Pine * Southern Hardwood Lumber « Western 
Lumber + Treated Lumber and Timbers + Residential and 
Factory Flooring + Mouldings. 


~~ i. eG HORGIA — PACIFIC 
PLYWOO08B COMPANY 
SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 





6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Okichoma Lumbermen’s Association — 815 Leonhardt 

Building, Oklahoma City, Okla. Secretary-Manager: W. M. 

rg n. Tel.: 7-0338. President: Virge Steger, Durant, 
kla. 


Producers Council—100i Fifteenth Street N. W., Wash- 
ington 5, D. C. Managing Director: John L. Haynes. 
Tel. Executive 3-1213. President: Elliott C. Spratt, St. 
Joseph, Mo. 


Southern Builders Supply Association—8 14 Howard Ave- 
nue, New Orleans, La. ring” Herbert Jahncke. Presi- 
dent: Fred J. Grace Jr., Baton Rouge, La. 


Southern Sash and Door Jobbers Association—920 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: Thomas 
Birchfield. Tel. 8-4588. President: James M. Green, 
Orangeburg, S. C. 


Southwestern Lumbermen’s Association—5 12 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Sam M. Arnold, 
Kirksville, Mo. 


Tennessee Building Material Association—7 | | Broadway, 
N. E., Knoxville 17, Term. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn. 


Virginia Building Material Association — 3305 Monu- 
ment Avenue, Richmond 21, Va. Secretary-Manager: 
Harris Mitchell. Tel. 6-1749. President: Forrest G. Brice, 
Ashland, Va. 


West Virginia Lumber and Builders Su Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Som H. Diemer. Tel. 364. President: George W. Kelly, 
Charleston, W. Va. 








Ne 


NS Write Today ror NEW PRICE LIST CATALOG 
METAL TRIMS, INC. 


P. 0. Box 1072 - YOUNGSTOWN 1, OHIO 


ian P.0.Box 632  - JACKSON, MISS. ‘s. 
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Are you ready 


to meet the big 
seasonal demand for 


American Baling Wire? 


@ USS American Baling Wire is always a big 
seller at baling time. It has the strength and 
toughness needed to keep bales tight and neat 
through shipping or storage. Coils are wound at 
an even tension for smooth, trouble-free uncoil- 
ing. And there are no splices to jam the balers. 
American Baling Wire is specially wound for the 
standard automatic balers now in use in the 
South. It comes in waterproof boxes with a thin 
oil coating to prevent rusting. 

» Specify American Baling Wire . . . the USS 
label on the carton is your assurance of a top 
quality, easy-to-sell product. 





Available for all automatic balers 


No. 6500 for Minneapolis Moline, J. |. Case, international Harvester and 
New Holland automatic balers except . . . 





Interim Coil should be used for International Harvester Balers manufactured 
6500 prior to November 1, 1952 and New Holland Balers manufactured 
prior to October 1, 1952. 


for John Deere, Oliver and New Idea automatic balers. 


BLUE BONNET BALE TIES 


For the best in ties, carry Blue Bonnet Single Loop 
Bale Ties. Farmers throughout the South recognize 
the familiar blue bonnet on each bundle as a guar- 
antee of strong, labor-saving ties. 


TENNESSEE COAL & IRON No. 3150 


DIVISION 


UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES: CHARLOTTE + FAIRFIELD + HOUSTON + JACKSONVILLE 
MEMPHIS + WEW ORLEANS + TULSA 


USS AMERICAN FENCE 
USS TENNESEAL V-Drain ROOFING 
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nnouncing Hager’s New FIRST! 


T.M, REG. 


TRUE ALUMINUM-COLORED STEEL THAT MATCHES 
ALUMINUM DOOR HARDWARE AND TRIM! 


The Rugged Strength 
and Durability of Steel— 


The Soft Lustrous 
Beauty of Aluminum— 


..- At Less Than % 
The Cost of Aluminum / 





RCHITECTS and builders have searched in vain Specify No. 1241—LS 
for an aluminum hinge within the price range 
of steel. Hinge manufacturers have tried time 
and again to supply, at reasonable cost, a steel 
hinge that has the looks of aluminum. POW RACER PVESE MIRGS VITe 


PERMANIZED wma -Cheerr FINISH 
Again, Hager sets the pace for the industry—now, T.M. Ree. 


a steel Hager hinge with new, permanized L UMA- 
SHEEN finish...the true aluminum color that 
matches other aluminum door hardware and trim/ 


Hager is the first to blend aluminum and steel 
successfully into a functional unit. The new Hager 
LUMA-SHEEN hinge costs /ess than solid alumi- 
num (actually, less than 14 the cost). Looks like 
any quality aluminum hinge, yet the hinge itself 
is steel / 





Specify Hager No. 1241-LS on jobs that call for 
matching aluminum hardware... you'll agree 
Hager achieves the perfect union of beauty and 
strength in the new permanized LUMA-SHEEN 
hinge / 


@wse C. HAGER & SONS HINGE MANUFACTURING COMPANY « ST. LOUIS 4, MO. 
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12. Installment Financing. The Allied 
Building Credits Handbook and 
Guide has been revised to reflect all 
changes that have taken place up to 
May, 1954, in FHA regulations. It 
explains ABC’s plan for financing 
home improvements and shows how 
to make out the various forms in- 
volved. Allied Building Credits, Inc., 
P. O. Box 3426 Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales “ont 
is the H. C. i Company, Inc., 
177 Harris St., N.W., Atlanta 3, Ga. 


18. Home Planning. “Plan With Ply- 
wood for Better Living” is a two- 
color booklet describing fir plywood 
and covering its multiple usage in 
home planning. Structural, func- 
tional and decorative advantages are 
discussed. Douglas Fir Plywood As- 
sociation, Tacoma 2, Washington. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 34-pa es. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for attics, poultry houses, and 
other uses. The American Sisalkraft 
Co., Attleboro, Mass. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 


log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


40. Ideal Millwork. Folders are avail 
able _ illustrating and _ describing 
IDEAL Brand Kitchen Cabinets, 
Wood Window Units, Sliding Doors, 
Frame-N-All Door Units, Fireplace 
Mantels, Garage Doors, Corner Cab 
inets, Linen Cabinets, Colonial En 
trances, and other millwork products 
Ideal Co., Box 889, Waco, Texas. 


42. New Economy line of thresholds. 
These thresholds are available in 
watertrough, single lip, and saddle 
types. They are available in cartons, 
along with screws and hooks. South- 
ern Metal Products Corporation, 921 
Rayner, Memphis, Tenn. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
roof feature of Ruberoid Dubl- 
overage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Co., 500 Fifth Ave., N. Y. 18, N. Y 


50. SSIRCO Building Products. [)- 
lustrated literature, newspaper ad- 
vertising mats, instruction sheets, 
and price lists are available on roof 
ing, siding, plywood, wallboard, in 
sulation, garage doors, and screening 
Advertising Department, Southern 
States Iron Roofing Co., P. O. Box 
1159, Savannah, Ga. 


60. Clay Pipe and Specialties. Attrac 
tive two-color booklet describes 
Oconee vitrified shale sewer pipe, 
fittings, drain tile, flue lining, brick, 
and structural specialties. Oconee 
Clay Products Co., Milledgeville, Ga 


66. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 


lite plastic-finished wall and ceilin 
panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. Marsh 
Wall Products, Inc., Dover, Ohio. 


88. Asbestos-Cement B Prod- 
ucts. Shingles and Wall : Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Sidin 
Shingles; also illustrated folders wit 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Penn. 


96. GPX Plywood. New consumer 
folder introduces trade character 
who epitomizes the toughness and 
smoothness of GPX plastic-faced 
plywood. Folder shows and describes 
construction, specifications, and four 
grades of this material. Thirteen 
popular uses are spotlighted in three 
colors. Georgia-Pacific Plywood 
Co., 270 Park Ave., N. Y. 22, N. Y. 


100. Tension Screens. Four Color 
counter display sells the advantages 
of Keystone Aluminum Tension 
Screens, such as easier installation, 
lower cost, eye appeal and durability. 
Easy to follow installation sheets and 
consumer envelope stuffers and 
newspaper mat service are also 
available for distribution to retailers. 
Keystone Wire Cloth Co., Factory St., 
Hanover, Pa. 


106. Lockset, Forged Iron and Cab- 
inet Hardware literature describing 
National Lock Company’s latest line 
of products is available to dealers 
who are looking for new methods of 
“Shelf Service” Merchandising. Lit- 
erature is complete with illustrations 
descriptions and list ea. National 
Lock Co., Rockford, Tl. 


(Continued on page 11) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Nome__ 
Company 
Address___ 


City & State_ 








Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


Title. 


August, 1954 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 





18 
42 
88 
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PLAN AHEAD... 
BE AHEAD with 


MULTE 
VILE 


All-Purpose 
WINDOW MATERIALS 


‘TTT TLR 


4 
a 
iS 
SN 

y 


SPIEL Ld 
Vale 


VIS VP 


THE LINE THAT KEEPS GROW 


TO MEET Growing Demand / 


Top-quality products, consumer advertising and FREE 
dealer sales aids keep adding thousands of new customers 
for R-V-LITE and VIMLITE. New items. . . new types 
. . . hew, more convenient sizes—constantly creating wider 
appeal and bigger demand! 

ORDER NOW for the big selling season ahead! 


Available through leading wholesalers in the U. S. and Canada 
Exclusive Manufacturers of R-V-LITE and VIMLITE 


ARVEY@C ORPORATION 


Since 1905 © 3462 North Kimball Avenue e¢ Chicago 18, Illinois 


AUGUST, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





126. Asphalt Products. The Certain- 
teed Products Corp., 120 East Lan- 
caster Avenue, Ardmore, Pa., has 
issued a 32-page, 4-color catalog for 
its asphalt roofing and siding. It con- 
tains 90 pictures of Certain-teed’s 
color blends and solid shades. 


132. Coney Concealed Sash Bal- 
ance. A two color folder which gives 
details of design, construction and 
operation of Hidalift Sash Balance 
for double hung windows. Numerous 
illustrations explain the six easy 
steps for installation and the many 
exclusive features of this ey 
concealed sash balance. The Turner 

Seymour Mfg. Co., Torrington, Conn. 


144. “Porch Enclosures” — A new 
descriptive four page booklet show- 
ing the uses of Jalousies, features 
many photos of Jalousie installations 
that will spark ideas in the minds of 
home-owners who want to add more 
living space by enclosing their 
screened porches for year-round liv- 
ing. Before and after pictures vividly 
demonstrate the advantages of using 
Ludman Windo-Tite Jalousies for 
practical beauty plus year ‘round 
comfort. Ludman Corp., Jalousie 
Div., P. O. Box 4541, Miami, Fla. 


150. Ponderosa Pine. 72-page book 
describes properties, uses and grades. 
Shows actual pictures of representa- 
tive pieces in each grade. Lists rec- 
ommended grades for various uses 
and standard manufactured sizes. 
Western Pine Association, Yeon 
Building, Portland 4, Oregon. 


160. Corrugated Asbestos Cement 
Products. A new 82-page manual 
contains numerous drawings and 
photographs to show proper applica- 
tion of Careystone corrugated as- 
bestos-cement roofing and siding. It 
gives complete data and specifica- 
tions, and describes the Carey esti- 
mating service for dealers. The 
= Carey Mfg. Co., Cincinnati 15, 
io. 


162. Solid Interior Hardwood Panel- 
ing . . . An Illustrative Brochure 
showing characteristics and adapt- 
ability of beautiful tongue and 
groove hardwood paneling in Black 
Walnut, Wild Cherry, Butternut, 
Idaho White Pine, Wormy Mahogany, 
Sassafras, and Maple .. . Chester B. 
Stem, Inc., Grant Line Rd., New Al- 
bany, Ind. 


164. Building Materials Catalog — 
A new 12-page catalog with color 
illustrations of typical roofing and 
siding products is now available 
upon request. The catalog contains 
general information and detailed 
ce meagan on Flintkote asphalt 
shingles, asbestos-cement products, 
insulation products, insulating siding 
and built-up and roll roofing ma- 
terial. Write Flintkote Co., 30 Rocke- 
feller Plaza, New York 20, New York. 


166. Redwood Information — Book- 
lets and complete information on 
redwood lumber and products cover- 
ing subjects such as natural finish- 
ing, painting, gluing, machining, 
siding, board and batten walls, 
screwing and nailing, termites, etc. 
The Pacific Lumber Company, 35 
East Wacker Drive, Chicago 1, Il. 


168. Masonry Cement: New 16-page, 
illustrated booklet outlining the ad- 
vantages of Lone Star Masonry Ce- 
ment in simplifying the problem of 


obtaining uniformly high-quality 
mortar, as well as the economy of 
one rigidly standardized, ready-to- 
use cementing material instead of 
two, with no lime or portland cement 
to add, and no soaking or slaking. 
Provides timely information on 
soundness, low absorption, high 
water repellency and other factors 
contributing to durable, weather- 
resistant performance. Contains easi- 
ly-read graphs showing effects of 
mix proportions on water retention, 
strength and absorption, effect of 
mixing time on water retention, etc., 
along with convenient reference 
tables for estimating quantities. For 
copy, address Lone Star Cement 
Corp., 100 Park Ave., N. Y. 17, N. Y. 


176. Bird Master-Bilt Thick-Butt 
Shingles. The traditional and paste] 
shades of the Bird Master-Bilt Thick- 
Butt shingle are exacting and color- 
fully pictured and described in a new 
circular. In addition, the circular ex- 
plains the distinct advantages of the 
Master-Bilt’s Thick-Butt construc- 
tion, with its or. shadowlines, and 
extra protection. Bird and Son, Inc., 
East Walpole, Mass. 


178. Nails. Large, illustrated new 
Catalog lists sizes, types, specifica- 
tions on all kinds of nails. It has 
valuable information and _ tables 
showing count per pound for various 
types of nails. Available from nearest 
Gulf representative or from Gulf 
a a co Co.—Bayamon 12, P. R. 


180. Folding Door. Folder illustrates 
Spacemaster Folding Doors by the 
manufacturers of Modernfold. Space- 
master folds within door opening. . 
gives more usable space for place- 
ment of furniture. Washable, viny! 
fabric covered steel frame. Space- 
master comes as complete package 
unit—can be installed in 10 minutes’ 
time. New Castle Products, Dept. 5R, 
New Castle, Indiana. 


184. Orangeburg Pipe and Fittings. 
A complete line of catalogs and fold- 
ers, for contractor and consumer dis- 
tribution, illustrate and describe 
non-metallic Orangeburg Root-Proof 
Pipe, its uses and advantages for 
underground non-pressure applica- 
tions. Also Orangeburg Perforated 
Pipe for septic tank ———« fields, 
foundation drains and field drainage. 
Orangeburg Mfg. Co., Inc., Orange- 
burg, N. Y. 


186. Weatherstripped Jalousies. New 
four page brochure describes the 
complete ¥ Vinyl Weatherstripped 
Denison Jalousie for windows and 
doors. It also points up the perfec- 
tion of the jalousie as a revolutionary 
new prime window, for all climates, 
when fitted with storm sash inter- 
changeable with recessed screen. 
Distinctive features of the Denison 
jalousie are shown. Denison Corp., 
1890 N. E. 146 St., N. Miami, Fla. 


188. Heatform Fireplace Units de 
scribed fully in illustrated literature 
available free to building supply 
dealers, architects and builders. ond 
tains complete information on ad- 
vantages of Heatform; how it pre- 
vents construction mistakes often 
leading to smoke trouble; provides 
more warm air circulation through 
out the home and in moderate cli- 
mates is often the only source of heat 
required. Superior Fireplace Co., 


Dept. SBS 541, 1708 E. 15th St., Los 
Angeles 21, Calif. or 601 North Point 
Road, Baltimore 6, Md. 


190. Metal Building Specialties. 8 
page catalog with illustrations and 
details of Timber Connectors, joist 
hangers, cross-bridging, area walls, 
basement posts, basement windows, 
fireplace equipment, mail and pack- 
age receivers, clothes chute doors 
and ventilators for roof, attic, an 
foundation, Cleveland Steel Specialty 
Co., Inc., 3765 East 91st St., Cleve- 
land 5, Ohio. 


192. Matching Beauty In Residential 
Locks and Concave Cabinet Hard- 
ware is offered by Western Lock Mfg. 
Co. The No. 500 Concave Series was 
especially created to meet today’s 
demand for an architecturally cor- 
rect styling in modern residential 
hardware. Matching locks, knobs, 
pulls, and backplates are available 
for every door, drawer, and cupboard 
in the house. Western Lock M g. Co., 
= a Ng Madison Ave., Los Angeles 
, Calif. 


194. Fiber Pipe. Perma-Line fiber 
pipe for irrigation, drainage, sewer 
pipe, filter beds, industrial and non- 
pressure uses is the subject of a con- 
sumer folder and a comprehensive 
booklet. Folder concisely shows ad- 
vantages. Booklet lists parts, with 
specifications and uses, and describes 
manufacturing process. Line Material 
Co., 700 West Michigan St., Mil- 
waukee 1, Wis. 


196. Hardboard Products. New folder 
suggests ideas and uses for all types 
of hardboard products. Pages one 
and two show illustrations where 
Forest hardboard can be used to ad- 
vantage. Page three is a valuable 
outline showing in picture form the 
four or five basic steps in the applica- 


tion of hardboard to assure a ge 
job. This four page folder is really a 
primer on the use of hardboard. It is 
available from the Forest Fiber Prod- 
ucts Co., Box 68S, Forest Grove, Ore. 


198. Louver, Sliding Windows. Two 
new folders descri Metalart ex- 
truded aluminum glass louver win- 
dows, with the patented Curv-Tite 
glass holder, and Metalart extruded 
aluminum horizontal sliding win- 
dows. Installation details are sketch- 
ed. Models are pictured with identi- 
fying model numbers for simple 
ordering. Metal Arts Mfg. Co., Inc., 
P. O. Box 4144, Atlanta, Ga. 


200. Precast Stone. “Heather Stone 
Makes A Home Out of Your House” 
is a new salesman’s manual that 
helps teach how to sell precast stone 
jobs. It tells what the product is, 
what it does. A colorful consumer 
folder, showing interior and exterior 
Heather Stone applications, also is 
offered. Southern Heather Stone 
Sales Corp., P. O. Box 1733, Roanoke, 


a. 


202. “Plexolite—A Story of Success 
and Unlimited Future” is a large 16- 
page brochure describing the story 
of Plexolite research engineering and 
the new continuous manufacturing 
process. The brochure also describes 
some of the uses of this versatile 
glass fiber reinforced panel. Besides 
its history, the Plexolite book also 
describes the company plans for the 
future. Write Plexolite Distributing 
Co., Inc., 4223 W. Jefferson Blvd., 
Los Angeles 16, Calif. 
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“You can tell 
by the way she snaps 


Says DONA BROULLETTE of 

LUCKS & CLARKE CORPORATION 

(Hardware, Building Supplies, Millwork) 
WALLINGFORD, CONN. 





41 


Mr. Broullette’s been cutting glass for over 40 
years. But L’O’F’s “Blindfold Test’ was a 
new one on him. He ran several cuts on four 
well-known brands of single-strength window 
glass. Each piece was marked A, B, C or D. 
He didn’t know which was which until after 
he’d picked the one that was easiest to cut. 

He picked “D” 
L:O'F. 28 out of the 30 dealers who took this 


every time. “D’’ was 
test picked L’O'F. 

**I didn’t have to take this test to know that 
L:O’F Window Glass is easiest to cut,’’ said 
Mr. Broullette. “The cutter runs free without 
any strain on me or the glass. She snaps clean 
and quick,” 

L:O'F Window Glass is easiest to cut into 
big pieces or little pieces. It’s easiest to cut 
into angled or curved pieces. You can even 
cut off narrow strips with a light, easy stroke. 

L‘O'F cuts easiest because it is annealed 
more slowly, more patiently. That makes it 
less brittle and more “‘even’’ in structure—so 


it’s a safer buy for your customers, too. 


Try the 


"Blindfold Test’ 


Yourself! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut 
you want. You'll see why you have 
fewer bad cuts, less waste and more 
profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed un- 


der “Glass” in the yellow pages of 
phone books in many principal cities 
throughout the country. And send for 
your free booklet—'‘‘For Greater Profits 
in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 
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MENGEL FLUSH DOOR 
FOR EVERY DOOR OPENING— 


What is the RIGHT door for any partic- 
ular job? Is it the BEsT door you can buy, 
or the CHEAPEST, ot what? 

Mengel makes three distinct types of 
flush doors. Each is exactly RIGHT for 
its purpose. Each is the best possible 
value in its field. All are built by the 
makers of world-famous Mengel Furni- 
ture, and to the same standards of quality. 


f 


This MEANS SOMETHING to you, your 
clients and your customers—this, and the 
fact that every Mengel Door is guaranteed 
by all the resources of this company, the 
world’s largest manufacturer of hardwood 
products. All Mengel Flush Doors are 
described in Sweet's (Architectural and 
Light Construction) Catalog, are available 


everywhere. 


Menge! Stabilized Solid-Core Doors — 
Exterior and Interior 


Mengel Hollow-Core Deluxe Doors 


Interior or Exterior 











Mengel Hollow-Core Doors — 
Interior or Exterior 


DOOR DEPARTMENT, LOUISVILLE |, KENTUCKY 
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.. SELECTS! 


dustrial, home, or do-it-yourself 
use—wherever selects are called 
for. They and you will be get- 
ting an unusual value. 


Packy, the Professor from Pack 
River, points out: Dollar for 
dollar, these well-manufac- 
tured, scientifically kiln-dried 
selects are the best value of the 
current lumber market. With 
confidence you can recommend 
them to your customers for in- 


Write Today for 
FREE BOOKLET_— 


Be sure! Insist on Pack River 
“Qualitized” Engelmann 
Spruce Selects. 


*Originally known as North Idaho 
Engelmann Spruce. 


ACK RIVER SALES CO. 


SPOKANE, WASH 


P.O. BOX 64 


° TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO 
Sandpoint, Idaho 


NORTHWEST TIMBER CO. 
Gibbs, Idaho 


THOMPSON FALLS LUMBER CO 
Thompson Falls, Mont 


® CRESTON SAWMILLS, LTD. +e 


Creston, B.C. 
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NOW...an automatie way for color 
to increase your interior paint sales 


PEEGEE DBecnviatie, doce! 


... With less than *400 investment complete 
Here’s how: 


1. 


AUGUST, 1954... 


Self-service wall and trim color selection 
for your customers 


» Easy to choose with exclusive Decor-matic dial 
e Saves 75% of your selling time 


6. Carry low, flexible inventory... 


get 5-time turnover 


e More space for you 
e More profitable for you 





Only 18 colors get you 180 


e 18 “most-wanted” bases 

e Only 20 “one-shot tube” colors 
e No extra tinting base whites 

e No extra tinting base grays 


. Hard-hitting sales support 


e Ultramodern point-of-purchase chip rack 
e Free to qualifying dealers 

e National advertising 

e Sales-producing promotional material 





You sell real color beauty 


e Colors proved right in survey of 

300,000 women 
e You mix color to color for soft, subtle tones 
e Deep tones are lovely . .. more livable 


Increase your paint sales 


More and more paint is being sold to brighten 
homes with the magic of color. Open your door to 
more paint sales... more paint profits. Write for 
detailed information about this low inventory — 
fast turnover—most practical color system. 





Easy to mix 


e No extra containers needed 
e No partially filled cans 
e Sell colors in cans...as is 


m 
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Get top-quality Pee Gee One Coat Flatkoatt 
in every can 


e Easy to apply ¢ Quick drying flat wall enamel 
e Tough alkyd base e Scrubbable e Odorless 
e Also available in Gloss and Semi-Gloss 


Do yourself a profitable favor and fill out the coupon now! 


PEASLEE-GAULBERT 


PAINT & VARNISH COMPANY PeeSee 
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Peaslee-Gaulbert Paint & Varnish Company 
Dept. 88-223 N, 15th St., Louisville, Ky. 
Gentlemen: I am interested in learning more 
about the Decor-matic paint color system, 
Please rush my free copy of “A New Formula 
for Profitable Paint Sales.” 


Name 





Firm 





Address 





City 
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an in (Yow Ko Moy el ame) e(— Imm ob acolo ne Cone 
it would be FIR PLYWOOD!" 


"We move lots of fir plywood. We make a good 








return on it, and we like to handle it." 


y 
Si é Gi 
YRO ,» merced, Calif. 


SS LUMBER CO, 


How about you? Are you on the fir plywood profit band 
wagon? New building trends point the way to even bigger 
plywood profits. Feature fir plywood for built-ins and do-it- 
NZehtt c-1-)0 ah le) ol MMMM co) ND ob d-T-Vo ME-Date MB olbtac:) amt UC-T-20 ball dal- Mb ath 

folo) a¥-16 abloi ele) ate bale Mb c-diitele (JO bate mb cct-ba\¢-]¢-Mmb Gol bt ae-1-3 0b bale Mb IM of-Vol ¢-Te! 
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| EXT-DFPA® REMEMBER—your reputation is on the line with 


every panel you sell. Play it safe. Stock only DFPA 


—— grade-trademarked fir plywood. 'EXT-DFPA”’ for 
PLY/ANEL Fol bh de oles an bt-1- SiN ad Ota at-bat -) Ub lo) ab belt) ale) ab ab abt) at ad Oiteloles ce! 
co for structural use. Other grades for other jobs 
PLY W ; 


DOUGLAS FIR PLYWOOI TACOMA WASHINGT 


REASONS WHY IT PAYS TO PUSH PLYWOOD 


’ hundreds of uses 3. fast turnover 4. bigger profits 5. nationally advertised 6. easy to stock 7. grade for every.job 8. tested quality 


easy to sell ¢ 
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INCREASED PROFITS for dealers is aim of coming Alcoa Aluminum Farm Roofing promotion. Willard Smith, 
Alcoa Sales Supervisor, Southeast District, points to 10-state area where campaign will be conducted. 


ALCOA FARM ROOFING DRIVE 
STARTS SEPTEMBER 1... WILL 
BLANKET SOUTHEAST STATES 


September 1 is kickoff date of the biggest, most spectacular promotional 
campaign ever conducted for Alcoa® Aluminum Roofing. 

Concentrated in a 10-state area including North Carolina, South 
Carolina, Georgia, Florida, Tennessee, Alabama, Mississippi, Missouri, 
Arkansas and Louisiana, the campaign runs through November, is timed 
for the heavy fall buying season. 

Designed to draw farmers to Alcoa Aluminum Roofing Dealers’ stores, 
the promotion is expected to help dealers set new sales records. Dealers 
in the area interested in selling Alcoa Alumiunm Roofing are urged to 
contact Alcoa without delay. Address: ALUMINUM COMPANY OF AMERICA, 
2128-H Alcoa Building, Pittsburgh 19, Pennsylvania. 


CONTINUED ON NEXT PAGE 


RECORD DEALER SALES of Alcoa Alu- 
minum Roofing Sheet are predicted 
in Southeast. 
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PROMOTION PACKAGE for Alcoa Aluminum Roofing Dealers 
is carefully designed to tie in your store with Alcoa’s 
magazine and radio advertising. Includes flasher window or 
counter sign, store sign, highway sign, coverage charts, 


COLD CASH 
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SMASHING 2-PAGE ADS will appear in September issues of 
Progressive Farmer, Farm & Ranch-Southern Agriculturalist, 
Southern Planter, Arkansas Farmer, Mississippi Farmer, 
American Poultry Journal, Poultry Tribune. Full-page ads 
will follow in same magazines October and November. Ads 
will ask farmers to “‘see your Alcoa Roofing Dealer’, will 
also carry coupon, Sales leads resulting from coupons will 
be rushed to Alcoa Dealers. 
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application charts, folders for mailing or giving out to cus- 
tomers, window banners, newspaper mats for your own ads. 
New Alcoa movie, How to Build an Aluminum Pole Barn, 
is available for dealer showings to farm groups. 


RADIO CAMPAIGN is shown by station coverage map. Cam- 
paign will blanket 10-state Southeastern area with total 
of 988 Alcoa announcements over 38 radio stations 
Radio announcements will stress advantages of roofing 
with Alcoa Aluminum, will urge farmers to see their 
Alcoa Dealer. Combination of radio, magazine advertis 
ing, publicity and direct mail is expected to create un- 
precedented demand for Alcoa Aluminum Roofing in area. 










INCREASED FOURTH-QUARTER PROFITS SEEN 
FOR ALCOA ALUMINUM FARM ROOFING DEALERS 


All-out Alcoa campaign 
to feature complete line, 
including new 48 inch sheet 











Every possible means of reaching farmers in the 
Southeastern states will be used during September, 
October and November to tell the story of Alcoa 
Aluminum Roofing. 

Alcoa advertising in state and regional farm 
magazines, radio announcements, publicity, direct 
mail and point-of-sale dealer pieces will all be 
brought into play to emphasize to farmers the ad- 
vantages of Alcoa Aluminum Roofing and to intro- 
duce Alcoa’s new 48” wide roofing sheet. 

Commentingon the 10-statesalesdrive, Gene Ham- 
mond, Sales Manager, Alcoa Aluminum Farm Roof- 
ing, says, ‘“Any dealer in this area who has been think- 
ing about handling aluminum roofing would do well 
to make his move now. This high-powered campaign 
will hit at the peak of the biggest buying season for 
roofing. I predict increased fourth-quarter profits 
for every dealer who ties in with Alcoa this fall.’’ 

Dealers in the area are urged to contact Alcoa 
immediately in order to secure maximum benefit 
from the promotion. For full dealer information, 
send the coupon on the following page, or write: 
ALUMINUM COMPANY OF AMERICA, 2128-H Alcoa 
Building, Pittsburgh 19, Pennsylvania. 







































NEW 48” WIDE ALCOA ALUMINUM ROOFING SHEET will be in- 










troduced to farmers in fall campaign, The new, wider 
sheet not only saves installation time and labor and 
affords savings in material at side laps, but also promises 
longer life through increased corrosion resistance. Made 
of an improved Alcoa alloy, the sheets are stronger, hold 
tighter. Alcoa’s complete line of aluminum roofing and 
accessories enables you to satisfy every customer need. 
Yet, you need carry only those sizes and styles most 
- e popular in your own area. Your Alcoa jobber carries the 
uP TO 15° COOLER INSIDE! , aa a} y rest—available to you on overnight delivery. 





COOLER CHICKENS lay more and better eggs, gain faster. 
By keeping hot sun out, Alcoa Aluminum Roofing keeps 
poultry houses up to 15° cooler. Dealers find it’s easy 
to sell Alcoa Aluminum Roofing, because it earns money 
for the farmer. 














COMPLETE PLANS fo: 
barns, poultry house 

other farm buildings will 
be offered by Alcoa t 
farmers during big fal 
promotion. Aluminum 
roofed buildings in plan 











are specially designed 
for southern farms by 
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leading southern agyr 
cultural college. 











LIVESTOCK THRIVE, too, under Alcoa Aluminum Roofing. 


More milk production, greater weight gain in hot CONTINUED ON NEXT PAGE 


weather. Alcoa Dealers find almost every sale is a big \ 





sale, since Alcoa Aluminum Roofing is usually purchased 
to cover an entire building or group of buildings. 









“BEST”. ..““MOST PROFITABLE”. . . 
“MONEY-MAKER”... SAY SOUTHERN DEALERS 
ABOUT ALCOA ALUMINUM FARM ROOFING 


“A profitable item for any dealer to 
handle,”’ says Alcoa Dealer, W. E. 
Milton of Murrow Brothers and 
Heath Co., Inc., Albemarle, S. C. 
“| like to handle Alcoa Aluminum 
Roofing Sheet because all Alcoa 
products are the best in aluminum.” 


Aluminum Company of America 
2128-H Alcoa Building 
Pittsburgh 19, Pa, 


Please rush me full information on Alcoa's complete line of 
Aluminum Roofing and Accessories, and details of the 10-state 


campaign which starts this September. 


Name 
Firm 
Address 


City 


“A money-maker for me, because it re- 
quires no painting or upkeep,”’ says 
Alcoa Dealer, E.S. Latimer, owner 
of Latimer’s Hardware, Greenville, 
S. C. “Alcoa Aluminum Roofing is 
a fast mover because farmers are 
trying to modernize their farms to 
meet the stride of progress.” 


“A most profitable line,” says Alcoa 
Dealer, N. M. Johnson, President 
of Johnson Cotton Co., Dunn, 
N. C. ‘We have been selling alumi- 
num roofing for the past several 
years and have been delighted with 
the results.” 


TIME 1S SHORT— PROFIT OPPORTUNITIES GREAT. 


SEND COUPON NOW FOR FULL FACTS 
ON HOW YOU CAN BECOME AN ALCOA 
ALUMINUM FARM ROOFING DEALER. 


Alcoa’s big 10-state promotion starts in Sep- 
tember, runs through November. Get facts 
now, and you will earn maximum profits. 
Mail coupon today, sure! 


Jobber inquires also invited. 


[ALCOA] 





ALCOA 0 
ALUMINUM 


ALUMINUM COMPANY OF AMERICA 








Here’s a Great New Sales Feature... 


—the new Pressure-Seal Damper— found only in the 3-Star 
Heatilator Fireplace. Actually seals the throat of the fireplace air- 
tight when the fireplace is not in use. Stops loss of house heat up 
the chimney. Prevents chimney downdrafts from sending blasts 
of cold air into the room. In air-conditioned homes, seals chimney 
against loss of expensive summer cooling as well as winter warmth. 


When the Pressure-Seal Damper is closed the damper blade rests 
snugly against a specially designed asbestos gasket. Then, a slight 
additional pressure on the damper handle firmly sets the blade 
against the gasket and locks in place. This provides a positive air- 
tight seal until the damper is again opened by an easy pull on the 
control handle. 


Only the 3-Star 
Heatilator Unit 
Offers these 3 Sales Features! 


> 4 Circulates Warm Air 
+r Will Not Smoke 


4 Damper Seals Air-Tight 





Write for complete information 


HEATILATOR INC., 
978 E. Brighton Ave. 


HEATILATOR FIREPLACE Samet 
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First in the Southeast — ¥ fe 
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Ow = WIDE ALUMINUM ROOFING 
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= SAVES UP TO 7% ON MATERIAL COSTS 4 


PLUS 


Half the Handling Half the Time 
Half the Side Laps 





























Now you can offer your customers 
savings in time, trouble, and cost for 
every roofing or siding job, by stocking 
and selling 50” wide 8-V Crimp and 
48” Corrugated Reynolds Lifetime Alu- 


minum Roofing. 


50% fewer sheets to handle . . . less 
installation time . . . 50% fewer side 
laps, meaning savings in material costs 


for the same coverage. 


Beautifully embossed for glare reduc- 
tion, both the 8-V Crimp and the Cor- 
rugated are available in .019” and 
024” thicknesses. Order from our 
ample stocks. Immediate overnight 


delivery to any point in the Southeast. 


Don’t wait! Be the first to profit 
from these savings. Order today 


from the nearest SSirco warehouse. 


meeocte Sti ites [ron Roofing we 


Yoh Ze lalate Lapa © mpa } Birmingham, Ala Louisville Ky. 

Atla Ga Mian a New Orleans, La Columbia, S.C 
Nashville Youn Raleigh, N. C 
Memphis, Tenn Richmond, Va 
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WHAT DOES IT COST for you to do business as 
a retail lumber dealer? That’s no minor question 
in this day of mounting costs, competitive price 
margins, and limited volume. Unless you’re operat- 
ing your business efficiently and realizing a fair 
return on your investment and effort, you can’t 
stay in business for long. 

To help dealers check their cost of doing busi- 
ness and to provide an easy comparison with the 
experience of other dealers of about the same sales 
volume, several state associations have sponsored 
and paid for cost surveys made by independent 
accounting agencies. Last month on this page, we 
summarized the findings of the 1953 survey of 
costs among Tennessee dealers. 

Now comes the sixth annual report of the survey 
of Kentucky dealers—and the first survey of costs 
of Florida dealers. 

Net profit before income taxes of all reporting 
dealers in the three state surveys, stack up like 
this: 

Florida (60 dealers) —4.51% 

Kentucky (89 dealers) —5.56% 

Tennessee (80 dealers) —3.5% 

In general, these three surveys reveal that the 
smaller the dealer’s sales volume, the lower the 
net profit before income taxes. 

For Kentucky: dealers with annual sales under 
$150,000—2.65%; with sales from $150,000 to $225,- 
000—9.09% ; with sales from $225,000 to $350,000— 
5.32%; with sales over $350,000—5.34%. 

For Florida: dealers with annual sales under 
$270,000—2.08% ; with sales from $270,000 to $430,- 
000—3.42% ; with sales from $430,000 to $1,000,000 
—3.62%; with over $1,000,000 in sales—5.11%. 

For Tennessee: dealers with annual sales under 
$175,000—0.80% ; with sales from $175,000 to $270,- 
000—2.97°%; with sales from $270,000 to $430,000— 
4.09%; with sales over $430,000—3.59%. 

The Tennessee survey disclosed that net profits 
were greatest for partnerships over proprietorships 
or corporations although average turnover and 
mark-up were substantially less. The Florida re- 
sults showed partnerships with greatest net profit 
but also with the greatest average turnover and 
intermediate mark-up. 

The Florida survey further showed that 2.17% 
of the corporations reporting in 1953 operated at a 
loss! In Tennessee, all three types of dealerships 
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had firms operating at a loss: corporations, 10.9%; 
partnerships, 23.8%; proprietorships, 7.7%. 

For 52 Florida dealers, average sales at $775,235 
were off 2.90% from 1952; accounts-receivable 
were up 3.97%, and inventory was off 4.28%. 

Tennessee dealers reported average sales off 
4.7% at $357,118; accounts-receivable down 16.5%; 
and inventory down 1.3%. 

What's the moral of all this? Dealers should 
study their business costs regularly and carefully 
to make sure that they are holding their sales 
volume above the break-even point for their total 
expenses. These include such variable expenses as 
direct yard, shop, warehouse, and truck labor; all 
other delivery expenses, such as gasoline, tires, 
and truck repair, and all selling expense including 
salesmen compensation and advertising. All other 
expenses are considered fixed, and subject to little 
downward adjustment. 

As the Kentucky dealer cost survey observes, 
“a profitable operation depends upon the recogni- 
tion and application of a few simple principles: 

“1. Liabilities, both current and funded, must 
be kept within proper bounds. 

“2. Working capital must be adequate. 

“3. Inventories must be turned over a normal 
(break-even) number of times annually. 

“4. Receivables must be kept liquid.” 


“ADVERTISERS WHO EXIT from radio or tele- 
vision in the summertime, invite a sales slump,” 
advises the managing director of an Atlanta radio- 
television station. “Brands that continue to adver- 
tise increase their leads. Customers never stop 
switching. Therefore, aggressive businessmen rec- 
ognize the good advertising strategy and common- 
sense of continuing to advertise spring, summer, 
fall, and winter.” 

CHIP-CHOP. a department of levity and humor 
in The Hoosier Board and Brick, has this happy 
idea: “Remember, if somebody gets into your hair, 
There’s really no cause to begin to Act grumpy, 
unhappy, perturbed and annoyed—Be glad you 
have hair to get into!” 


A LOT OF SALES APPEAL and come-on can 
be packed into the right slogan or motto for a 
business firm. The objective is to say something 
that assures the customer or reader that “here’s a 
company to do business with or depend upon.” 

“If our clothes don’t make good, we will.” 
There’s the slogan of a Florida clothier who con- 
vinced us that he means it by the way he let us 
select some shirts and assured us we could change 
them if- 

A grocery firm in our city, which originally was 
a single neighborhood outlet but now has grown 
into a chain of three suburban super-markets, does 
a creditable job of living up to this slogan: “We 
don’t meet prices, we set them!” 

How about your company—do you cheerfully, 
positively make good on merchandise sold to the 
customer’s fair satisfaction? And do you meet 
prices—or set them on the basis of realistic costs 


and expenses? —DONALD L. MOORE. 
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“Man, that's Mortar!” 


— said the Masons on Beautiful 
ara New P.S. 30, Yonkers, N. Y. 


@ Responding to public demand, new schools are built as 
fire-safe as possible. Handsome illustration is weil-designed 
P. S. 30, Yonkers, N. Y. Frame is reinforced concrete. 
Interior walls are waylite block, left exposed and pleasingly 
painted. Exterior walls are brick, tile, terra cotta—all laid 
up with Lone Star Masonry Cement mortar, and every wall 
bespeaking a happy combination of quality workmanship 
and quality materials. 

“It’s tops for all-purpose mortar,” said the Masons. And 
with good reason, because Lone Star Masonry Cement meets 
the most exacting demand for a ready-to-use mortar cement 
combining all the properties formerly provided by two or more 
materials—with a saving in cost and time, and added con- 
venience all along the line. 


It’s the butter-smooth, easy-spreading Mortar, for good yield 
and economical operation. Because of high water retention, 
this Mortar remains plastic so brick or block can be properly 
bedded and good bond obtained. There’s less lost motion— 
you can go header high before striking joints—smooth, 
weather-resistant joints that are the good Mason’s hallmark. 


The country over, attractive masonry structures reflect the quality 
of Lone Star Masonry Cement in the hands of skilled artisans who 


P. $. 30, YONKERS, N. Y. insist on this all-purpose mortar for economy in quality construction, 


Owner: CITY OF YONKERS—BOARD OF EDUCATION 
Architect: EDWARD FLEAGLE, Yonkers, N. Y. Taw ag 
Structural Engineers: EDWARDS & HJORTH, New York 
General Contractor: 
FRANK ANGELILLI spelen CO., INC.; Yonkers, N. Y. 
oncrete Contractor: 
CENTRAL CEMENT FINISHING CO.; New York 
Lone Star Masonry Cement through 
TORRE ts SUPPLY 0.; Yonkers, N. Y. 
cor’ Waylite Block: 
YONKERS CONCRETE PRODUCTS, INC.; Yonkers, N. Y. 
Ready-Mix Lone Star Cement concrete: 
PLAZA SAND & STONE CORP., Yonkers, N. Y. 


Wf i tAs 


CORPORATION 


Offices: ABILENE, TEX. - ALBANY, N.Y. + BETHLEHEM, PA. « BIRMINGHAM 

BOSTON + CHICAGO + DALLAS + HOUSTON + INDIANAPOLIS 

KANSAS CITY, MO. + NEW ORLEANS + NEW YORK + NORFOLK 

PHILADELPHIA + RICHMOND + ST.LOUIS + WASHINGTON, D.C 

LONE STAR CEMENTS COVER ? LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD'S LARGEST 
THE EWTIRE CONSTRUCTION FIELD CEMENT PRODUCERS: 18 MODERN MILLS, 136,000,000 SACKS ANNUAL CAPACITY 
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The recommendations for depart- 
mentizing and displaying building 
materials and related merchandise 
that are made in this article by a 
store planning consultant were in- 
corporated in the new store of the 
T. J. Hughes Lumber Company in 
Cushing, Oklahoma. Its displays and 
appointments are pictured on this 
and the next page, and also on page 
34 in the house paint merchandising 
article. President T. J. Hughes Jr. 
and his brother Hugh, who is secre- 
tary-treasurer, employed an archi- 
tect, interior decorator, and a display 
consultant to create their modern 
building supply store. It is their 
50th anniversary gift to customers 
and employees. The firm has branch 
yards in Bartlesville, Drumright, and 
Fairfax, Oklahoma, 























FOR OLD-FASHIONED STORES 


By B. C. (Matt) MADDOX, Store Planning Consultant 













* “Merchandise properly displayed terial store today should be to di he seeks or needs for the job at 







is 75-per-cent sold.” play and sell right in the sale hand. 

So agreed a group of department room everything carried in inven A dealer should be able to sell 
store executives at a merchandising tory, without having to lead the 1 complete house job and show his 
clinic in Philadelphia a few years customer into the yard, sheds, 01 ustomer at store displays his floor- 
ago. And _ since then, _ stores warehouse to see the commoditie ng, siding, roofing, windows, doors, 





throughout the nation have profit- 
ably put this idea into practice. 
Many lumber dealers, too, have 
found it necessary to modernize 
their stores and display their 
merchandise effectively. They have 
taken to heart a slogan of their 
own: “Eye appeal is buy appeal.” 
They are ever on the lookout for 
ways to attract the consumer’s eye 
— and get into his pocketbook. 
The ultimate in a building ma- 
























*® IF YOU have any questions you want 
answered concerning modern material dis- 
plays or store arrangements, address them 
to MATT MADDOX, Southern Building Sup- 
plies, 806 Peachtree Street, N. E., Atlanta 5, 
Ga. And if you've recently remodeled a store 
or built a new one that measures up to this 
recipe for a building supply mart, please 
furnish us details or any photographs you 
have had made. 
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a modern kitchen, and complete 
bath. 

A complete color service must 
be available to help the customer 
decide on the color scheme for his 
interior or exterior decoration. 
This can be done through modern 
color charts or selectors, and wall- 
paper displays. 

A complete line of builders hard- 
ware should be sampled on panels 
and displayed, so the customer can 
choose quality hardware for his 
home. The old system of selling 
this type of merchandise out of a 
box “went out with the horse and 
buggy.” 

The modern lumber store today 
must have a complete home-plan- 
ning center. It must also provide a 
complete tool display, a bolt and 
screw department, and a pipe fit- 
ting department. A complete line 
of garden tools has become profit- 
able, too. 

Facing your store, front to back, 
a typical layout would be as fol- 
lows: 

On the right, tools 12 to 16 feet; 
builders hardware with sample 
panel doors approximately 20 feet: 
screws, bolts, and fittings in that 
order. 

On the left, a modern kitchen, 
including a refrigerator if this 
major merchandise is handled; fol- 
lowed by a paint, paint accessory, 
and small wallpaper display; a dis- 
play of stock doors in popular sizes 
and types, and by all means the 
home-planning center. 

Space can be provided across the 
back of the store for general and 
private offices, and for a well-bal- 
anced garden tool display about 12 
feet wide. 

In the center floor, one or two 
modern bathroom layouts. One or 


more panel displays can be pro- 
vided, each with i6 swinging 
panels giving 32 display sides each 
for samples of siding, roofing, floor- 
ing, molding, and other items you 
might wish to display in this man- 
ner. Also — merchandising islands 
for power tools, electric supplies, 
small bath accessories, patching 
plaster, water paint, and other 
“impulse” items. 

Some dealers find it profitable to 
(See STORE PRESCRIPTION page 71) 


THE T. J. HUGHES Lumber Com- 
pany’s new store in Cushing (at top) 
quadruples the display and storage 
space available in the former plant 
around the corner from the new site 
at 209 W. Broadway. The yard is seen 
above as it appeared in 1932. 

Carpentry tools, builders and 
household hardware get a big play 
in the new Cushing store, as the 
picture at left shows. This factory- 
designed display fixture — plus a 
garden tool section — fills the right 
end of the sales area. All shelf items 
are priced. Inventory is stored in the 
base and wall cabinets. 

The offices of the Hughes brothers 
are paneled in a variety of fancy 
plywoods. One has space for a con- 
ference room and kitchen display in 
which coffee and snacks are served. 

With a population of some 8,000, 
Cushing turned out heavily for the 
formal opening of the Hughes mart 
on April 3. Some 1,600 people 
visited the air-conditioned, fluores- 
cent-lighted store to see the variety 
of merchandise displayed. 

One housewife said that “I could 
almost build a house from these dis- 
plays. Everything is so convenient! 
And the power tools — I bet I could 
pick out my husband’s birthday pres- 
ent for something he’d like.” 
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$100,000 VOLUME 
in a town of 1,000 people! 


* When the Superior Lumber Com- 
pany in Monroe, Louisiana, decided 
to open a branch store in Sterling- 
ton, Lewis Gannaway was appoint- 
ed to manage the unit and to design 
the type of plant he felt he would 
need to operate in a small town 
efficiently and profitably. 

The result is a lumber and build- 


Cars or trucks drive in between the 
showroom and warehouse, above, for 
easy filling of orders or replenishing 
of material stocks in the Superior 
Lumber Company’s yard in Sterling- 
ton, La. Below, these small displays 
have resulted in a big “impulse sales” 
volume. Note varied panels on walls. 


ing supply plant that could well 
serve as a model for similar busi 
nesses in small communities, fo 
the store does an annual vol 
ume of about $100,000. And 
makes a net profit above the ave! 
age of building supply stores of 
similar volume! 

Sterlington is an industrial con 
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munity, 16 miles north of Monroe, 
with an estimated population of 
1,000. Nearly all citizens work in 
nearby plants or are in business 
for themselves. 
The new building, outside the 
mall business district of Sterling- 
ton, measures 80 feet square. The 
ales room has a frontage of 40 
feet. Large windows permit a clear 
view of the store’s interior displays 
by heavy automobile traffic. 
Gannaway is particularly proud 
of the office-sales counter arrange- 
ment of the store. It was designed 
after much study of the sales prob- 
lems of a small community store. 
Located in the center of the sales 
(See $100,000 VOLUME page 87) 


The combination sales counter and 
office, above, is located so an em- 
ployee at either desk can scan the 
entire store and part of the yard. 
This permits one-man operation. 
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‘The Modem Atugle 


IN A BUILDING SUPPLY STORE 


* Most Americans are tremendous- 
ly interested in all the wonderful 
materials and equipment that can 
be used in the construction of a 
modern home, commercial struc- 
ture, factory, or institutional build- 
ing. 

So it not only is the privilege 
but the duty of the building mate- 
rial dealer to stock and display 
these products in a desirable set- 
ting with an enjoyable merchan- 
dising procedure. 

Such was the thought in the 
mind of Manager Charley Conn and 
associates when they discussed a 
new building with this architect 
to supplant the 40-year-old one of 


sereecnsine tee eT 
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By PAUL BUCHMUELLER, Architect 


the Sikeston Lumber Company in 
the center of this 12,000-popula- 
tion city in southeastern Missouri. 

Location of the new building on 
the site of the original yard had 
several factors in its favor. It is 
located close to the center of Sikes- 
ton’s business district on heavily 
traveled U. S. Highway 60. It 
is a northeast corner lot, with a 
bend in the highway so that a 
motorist approaching from the 
east has a full view of the build- 


ing. The west half of the block is 
occupied by a modern service sta- 
tion, allowing a full view from this 
direction. The building faces north 
so that no great problems of sun 
control were involved for the dis- 
play area. 

In designing the sales and dis- 
play area of the new building, we 
considered these factors important 
in our planning: 

1. Not to limit the materials for 
the construction to wood, but to 


The attention-command- 
ing building supply store 
at the top of this page 
now stands where the 
old-fashioned lumber 
yard at left was lo- 
cated a few months ago. 
The architect who wrote 
the accompanying article 
combined novel ceiling 
and display window ideas 
in the new structure. 
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avail ourselves of the diversity of 
building materials sold by the firm. 

2. Plenty of window area — but 
not a continuous, monotonous dis- 
play of glass “show window,” and 
with definite points of focal in- 
terest. 

4. Provide plenty of space and 
facilities to display all merchandise 
for adequate eye appeal. 

The street corner of the building 
was developed as a focal point 
large enough to display installa- 
tions of whole room treatments 
quickly to passing motorists and 
pedestrians. The first display was 
a complete modern kitchen. Later 
a room interior will be shown to 
display different wall coverings of 
interest to home-owners and pro- 
spective homebuilders. 

Another inviting area is set aside 
for interior decoration of homes. 
It displays wallpaper, paints, color 
schemes, and includes an inviting 
lounging area where customers and 





builders may study and discus 
decorating plans. It contains cur 
rent copies of building and shelt 
magazines. 

Hardware is displayed to its best 
advantage. 

Complete window units are set 
up for easy examination. 

Stock doors, roofing, wall mat« 
rials all are practically displayed 

Displays of electric and plumb 
ing supplies also attract Fix-It 
Yourself customers and make 
easy to select their needs. 

The exterior walls of the stor« 
and office end of the building ar: 
of roman brick, and some of these 
have the brick exposed to the in 
terior. Other interior walls ar 
painted a soft green. 

The roof is clear span, supported 
by long-span steel joists with wood 
decking. The main ceiling line i 
just below these joists. The cente: 
panel has a vaulted type ceiling o! 
exposed wood and beams. This ca 


ries out the projecting V-shape 
and peaked central display at front 
{ store. 

Adjoining this vaulted ceiling 
area, panels of acoustical tile al- 
ternate with open, ‘“egg-crate”’ 
louvers through which fluorescent 
fixtures cast abundant light on the 
merchandise below. All lighting is 
recessed except in the vaulted cen- 
tral area, which has a series of 
bullet-type spot clusters. 

The office is at the back wall of 
the sales area, but in easy view of 
the whole store space. Next to it is 
the manager’s office, which is en- 
closed in glass and mahogany 
paneling. 

Immediately in front of the man- 
ager’s office is an open counter with 
desk space for the assistant man- 
iger. 

Back of the sales area are the 
est-rooms, vault, and contractors’ 
room. The latter has a plan check- 
(See THE MODERN ANGLE page 86) 


Besides the modern island displays and toed- 
in sales counter, the new Sikeston Lumber 
Company store features unusual ceiling and 


wall 


treatments. The concrete-block walls 


are painted a soft green. Glass block admit 
diffused daylight from the west wall in eve- 
nings. The manager has full view of store 
and office from his private office. 





Ai 919 S. Edisto Avenue in Co- 
lumbia, South Carolina, the 
Bagnal Builders Supply Com- 
pany has moved into an inte- 
grated plant, complete with 
store, offices, millwork shop, 
warehouses, and lumber proc- 
essing and finishing sheds. The 
handsome new store, 30’ deep 
and 100’ long, is seen above. 
Air-conditioned and fluores- 
cent-lighted, it is full of mod- 
ern displays of building mate- 
rials. In one corner is the 
appealing kitchen display, at 
right. Bob Rigby demonstrates 
one of the G-E appliances sold 
by Bagnal. Full story on this 
plant in our September issue. 


Carolina 


To create one of the South’s 
outstanding building material 
stores, the Valley Supply Com- 
pany in Chattanooga, Tennes- 
see, vacated about half of the 
warehouse seen at left, with 
Lookout Mountain in back- 
ground. The sales and display 
area was more than tripled. It 
is air-conditioned, quieted by 
acoustical-tile ceiling, bathed 
in fluorescent light, and dec- 
orated with many beautiful 
types of Weldwood plywood. 
At left, Manager Tony Mc- 
Mahon points out the sound 
construction of cherry flush 
doors. More photos and details 
on this mart in October issue. 
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The new Mitchell and Alexander building is 50x100 feet, set 
back about 20 feet from the sidewalk for diagonal parking 
in front and on one side. Cypress wood in natural finish was 
used for outside trim. A drive-in window was added so that 
customers could ‘phone orders in, pay a bill, or pick up small 
merchandise without leaving car. 


DESIGNED FOR 
QUICK SELF-SERVICE 


* During the “open house” of the 
new $30,000 Mitchell and Alexan- 
der Lumber Company building in 
Daytona Beach, Florida, many cus- 
tomers remarked of various mer- 
chandise items, “I didn’t know you 
sold anything like this.” 

That was the very purpose of 
the beautiful new display room— 
to show as many materials in actual 


Perforated hardboard was used to 
create versatile wall display areas. 
These two panels show hand tools 
and garden tools. A much larger 
panel holds masonry tools. In front 
of the hardware section, a gable roof 
effect was attained by use of two 
4’x12’ pieces, each holding up to 200 
priced items. The opening of the 
new store was a “happy birthday” 
for this Florida firm. The above 
caricature of the two owners, D. B. 
Alexander and T. H. Mitchell, ap- 
peared in ads and promotional ma- 
terial. 


use and to make sure that every 
thing the company sold could bs 
seen and examined by a customs 
entering the air-conditioned stor: 

Believing everything was read) 
for the two-day opening, Janua1 
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29-30, personnel checked items dis- 
played against the price book to 
make sure—40 items were missing! 
So the situation was readily re- 
medied. 

The new facilities were display- 





ed to the public on the ninth an- 
niversary of the day that D. Bie- 
mann Alexander and Tom H. 
Mitchell first opened the store. Two 
years ago they opened a branch 
at New Smyrna Beach, Florida. 

The Mitchell and Alexander 
store and yard occupy nearly a 
city block on Madison Avenue. It 
is outside the downtown shopping 
area but in a neighborhood shop- 
ping district near a large grocery 
store. 

The company particularly has 
avoided cluttering up the store area 
with too many display units. Ex- 
cept for the paint department and 
a recessed hardware section in the 
rear, there are no wall shelves. The 
“paint bar” in front is the only 
counter. It was designed for con- 
venience of women shoppers. 

As many building materials as 
possible were used in construction 
of the building, but without a 
hodge-podge effect. Sales Manager 
Ralph Moll’s office is done in Dutch 
cedar plywood and ponderosa pine. 


Across the rear of the store is a 
series of rooms and offices, includ- 
ing the “customers’ room” at one 
end, seen at right, where consulta- 
tions can be held. The walls are 
patterned with striated fir and 
gum plywood. Jalousie windows 
are used. This room's facilities are 
popular with both women and 
contractor customers. When real 
privacy is needed for figuring a 
job, the salesman takes his custo- 
mer to a room in the old office 
kuilding — without a telephone. 
The rest of the old building is 
used for storage. 
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Mitchell and Alexander had this store 
signature designed for use as a logo- 
type in newspaper advertisements 
and printed matter. Both stores are 
listed by street and telephone num- 
ber to permit use of same ad in both 
cities —- and to emphasize the firm’s 
two convenient locations for Florida 
coast residents. 


A folding door separates Mitchell 
and Alexander’s offices. 

Separating offices from the dis- 
play room is a 44-inch-high wood 
partition. Tops of these partitions 
can be swung back so that the 
finish of various wallboards and 
plastic coverings can be displayed. 

A sales counter covered with a 
laminated plastic is paneled in sev- 
eral types of wood. 


Laminated plastics cover most 
counter tops and work spaces in 
sales areas and the accounting de- 
partment. Varied plywood panel- 
ings cover the stands. 

An extensive roofing sample dis- 
play shows customers at a glance 
what samples of the colors and 
types are available. 

There are only three gondola-type 
display units in the store, each five 
by 10 feet, with a base only two 
feet above the floor. These hold one 
of a kind of various small items, 
with the main stock stored in cabi- 
nets under the display top. 

The entire building is air-condi- 
tioned with Worthington equip- 
ment. Air ducts run along the rear 
wall near the ceiling. Over them 
a wide ledge was built to partially 
conceal them and to offer more 
display space. 

Driveways have been paved, 
overcoming a long-time difficulty 
of mud and water after heavy 
rains. The driveway now is “one 
way,” avoiding traffic tie-ups. 


The extensive paint depart- 
ment has lured much “drop 
in” trade. A customer can 
easily find any refinishing 
material or tool in this sec- 
tion, bring it to the con- 
venient department sales 
counter for purchase. Ad- 
joining the paint section is a 
window corner with chairs 
and table, where customers 
can sit in comfort while 
selecting home decoration 
schemes. 
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Built of redwood, with flanking 
“woven” redwood: fences, this mod- 
ern yard in Garland, Texas, is a 
building-supply haven for home- 
owners. It is owned by the Simms- 
Moore Lumber Company of Carroll- 
ton, Tex., and is managed by Elmer 
Gore. It was opened on June 15, 
1953. Lumber, cement, other mate- 
rials are stored in sheds at left. 
Plenty of parking space. 




















The 20x60-foot store building is 

T i E oa packed with displays of modern 
N W-S TORE LOOK tools, doors, windows, and other ma- 

terials. Simms-Moore specializes here 

a in paints. Manager Gore bought 
ii Texas and Arkansas original paint stock and fixtures from 


defunct paint store, remodeled them 
for own needs. He operates “drop in” 


Exclusive photographs by Baron Creager yard with help of only one office girl. 









The Mansfield Hardwood Lumber 
Company created the handsome store 
at left by moving old building up 
on lot and “finishing” it to attract 
and sell, Name of outlet in Texar- 
kana, Arkansas, was changed to Two 
States Lumber Company. Planter 
box is now filled with shrubbery 
and flowers. 













Manager L. B. Owens has combined 
the latest types of displays with 
brand lines of materials to supply 
building needs of this border city. 
Note rows of windows at both ends 
of building to add daylight. Screen- 
ing dispenser permits easy choice and 
quick measuring of order. Roofing 
samples are easy to reach above 
paint shelves. 
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SALES POINTERS on Outside House Paint 


Sy CU. Wescott 


* Protection and beautification are 
the two motivating factors that 
affect the purchase and use of ex- 
terior house paints. 

The people of the ancient world 
knew the power of paint to protect 
surfaces. Noah “pitched his ark 
within and without” to protect it 
against the promised flood. The 
Greeks, too, applied a preservative 
to their ships so that “neither the 
sea, nor the wind, nor the sun could 
destroy the wood thus protected.” 

The fact that the power of paint 
to safeguard and beautify has been 
recognized for thousands of years 
is reflected in the great variety of 
materials used in the manufacture 
of paint products. These ingredi- 
ents are brought together from the 
animal, vegetable, and mineral 
kingdoms from nearly every 
nook and cranny of the earth. The 
research chemists of the paint in- 
dustry work constantly with all 
this wealth of materials, striving 
to improve the colorful coatings 
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This is a digest of a lecture delivered 

by Wescott to the dealer training 

class for women employees at the 

University of Oklahoma. He is trade 

sales manager for the Seidlitz Paint 
and Varnish Company. 


that play such a great part in pro- 
tecting the wealth of the nation. 

The amount of money saved by 
the American public each year 
through the use. of paint, inci- 
dentally, has been estimated to be 
over $3,500,000,000. 

Just as “personality” is that 
which puts color in the otherwise 
black and white picture of an 
effective sales talk, “color” is that 
which puts personality into the 
blending of our home exteriors 
with the beauty of nature. 

We take many cues from nature. 
And nature knows the value of 
“just a little color-in-white’” to 
make tints that are far more ap- 
pealing than the cold hardness of 
pure white. 

There never has been a pure 
white cloud — all “white clouds” 
have just a little blue tint in them. 
A “white lily” is tinted by nature 
with a delicate touch of green. A 
‘‘white rose’ may have a touch of 
yellow or red perfectly blended 
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into its “white” petals. The new 
trend in exterior painting takes its 
cue from the authority of nature— 
the clouds, the flowers, the white 
caps of the rolling ocean. 

The color of the roof should in- 
fluence the shade of the outside 
paint and trim colors for a modern 
home, new or redecorated. 

So, the retail paint salesman 
needs to learn a great deal about 
“color trends in outside paint,” too. 
Ten years ago, ivory, cream, buff, 
and white accounted for 88 per 
cent of the sale of outside paint 
colors. They now represent only 49 
per cent. The remaining 51 per cent 
is represented by the entire color 
spectrum! 

The influence of women, of 
course . . . home-owners, decora- 
tors, and saleswomen .. . has 
brought such trends in the use of 
color for the outside of homes. 

(See OUTSIDE PAINTS page 88) 
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The new store of the T. J. Hughes Lum- 
ber Company in Cushing, Okla., fea- 
tures a modern color center and com- 
plete paint department. Home-owners 
and professionals alike find trained 
salesmen there ready to tint outside 
house paint to their desired color. Paint 
supplies and accessories are grouped in 
the display above for self-selection. 


i. \ TETTTPUTT TTT TT eTPe es 


% ’ * & - 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1954 





. 


‘ 
‘ 


A 


“you PROFIT all ways!‘ 


it costs less 
to sell 


PACKAGED TRIM 


No pieces to gather—no cutting! Just pick up the 
oackage and hand it to your customer, It contains every 
piece needed for a complete window or door opening. You 
waste no time selling one package or a hundred... and 
there are no comebacks for forgotten pieces! No damaged 
returns, either. The tough Kraft paper wrapping keeps trim 
clean, protects it against mars. Each package plainly 
marked. You make no mistake when you stock John Day 
Packaged Pine Trim! 


Straight, Clear Ponderosa Pinel 
Only top quality, kiln-dried Ponderosa Pine is used in the 
manufacture of John Day Packaged Trim. No pitch pockets 
eee Or knots—smoothly sanded for fast, easy, economical ap- 
dit ey ed ee eels = plication of finish. 

There is a big market for you among home owners 
who are remodeling or replacing the trim on old windows 
and doors, You serve them quickly with a conveniently 
packaged product—rid yourself of trouble and stock wor- 
ries. Your customers are happier, too. They appreciate the 

HARDBOARD ease and convenience of buying trim by the package, 


ther Or Lumber Co, i 
po it ‘aed tion — Write today for the name of your nearest distributor! 


modeling easy. Smooth, hard, dur- 


able — it works like wood... but Oregon Lumber Company 


better. Write for full details today! 


OREGON LUMBER CO. 
HARDBOARD DIVISION, DEE, OREGON BAKER, OREGON 


*T.M, 
Oregon Lumber Co PONDEROSA PINE PRODUCERS AND MANUFACTURERS SINCE 1689 


@ CUT HANDLING COSTS 
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To emphasize and dramatize the 
practicality of exterior laminated 
wood-fiber panels, one lumber dealer 
erected this garage. He staged a con- 


test to see who could come closest tc 
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would take to complete it. The facts 
were then publicized on the side of 
the building. Panel sales for garages 

and similar buildings soared. 
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Exposed beam con- 
struction — increas- 
ingly popular in the 
South and South- 
west — offers an ex- 
cellent opportunity 
to sell laminated 
wood fiberboard for 
the ceiling. Panels 
are quickly nailed 
to beams. Whole 
room walls are now 
covered with this 
economical materia! 
in homes such as 
that shown on our 
cover. 
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Fete Folio contains 20 photo- Mailing Stuffers on air condi 
graphs showing Gate City tioning, Heating and Remode! 
Windows in all structures ing with room for your name 

















INDOWS 








Address 
City 





| Name 
“Window Craftsmen for over 40 years” 
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Exposed beam con- 
struction — increas- 
ingly popular in the 
South and South- 
west — offers an ex- 
cellent opportunity 
to sell laminated 
wood fiberboard for 
the ceiling. Panels 
are quickly nailed 
to beams. Whole 
room walls are now 
covered with this 
economical materiai 
in homes such as 
that shown on our 
cover. 


For beautiful, inexpensive walls, sell ‘em 


LAMINATED WOOD-FIBER PANELS 


* One of the most profitable items 
a retailer can sell for remodeling 
and renovating homes is laminated 
wood-fiber panels, in the various 
thicknesses for various uses. And 
the market is virtually without 
limit. 

Offering the dealer an easy 40- 
per-cent mark-up, these panels 
provide both beauty and service to 
the consumer on the most limited 
budget. 

Since their greatest economy 
angle is in lower labor costs, sales- 
men promoting these panels should 
be prepared to give approximate, 
if not exact, costs for complete 
jobs. If the firm’s policy is to rec- 
ommend several mechanics, and 
not arrange complete jobs, the 
salesman should become familiar 


To emphasize and dramatize the 
practicality of exterior laminated 
wood-fiber panels, one lumber dealer 
erected this garage. He staged a con- 
test to see who could come closest to 
guessing the number of minutes it 
would take to complete it. The facts 
were then publicized on the side of 
the building. Panel sales for garages 
and similar buildings soared. 


enough with the labor price scale 
to estimate approximate prices for 
complete jobs. 

Strength is a big advantage these 
panels have over many competing 
materials. They withstand hard 
knocks from door knobs, cleaning 
equipment, tricycles, and thrown 
toys. This makes them ideal for 
game and recreation room walls. 
They are crackproof. 

The panels are made of various 
kinds of wood fibers, often spruce, 
combined with gums and oils to 
form single plies of material from 
1/16-inch to 1/8-inch in thickness. 
Plies for outdoor panels are water- 
proofed at this stage and laminated 


with a weatherproof adhesive. 

In general, panels for outdoor 
use have six plies; panels for wall 
and ceiling application, five plies. 
Four-ply panels are for lighter uses 
such as temporary walls, sign- 
boards, displays, or covering over 
a solid base. 

To increase your sales of lam- 
inated fiberboard, analyze your 
local market. 

Post-War Homes. Thousands of 
houses built right after World War 
II now have cracked walls, need 
an extra room, or need a read- 
justment of the inside space. Where 
quality materials were unobtain- 
(See WOOD-FIBER PANELS page 85) 
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Foto Folio contains 20 photo- Mailing Stuffers on air condi- 
graphs showing Gate City tioning, Heating and Remodel- 
Windows in all structures. ing with room for your name. 








A new modernized floor display, 
mailing stuffers, catalogues 
and a Foto Folio are available 
all Gate City dealers. Cash in 
on this national program — 
return the coupon below for 
full details. 


Catalogues inform Architects, New Floor Display takes up 
Builders and Home buyers little space, sells Gate City 
about Gate City features. windows for you. 








More Profits in Good Merchandising! 


Yes, there are more profits for you, as a Gate City dealer, in the merchandising 


program designed to help you sell more Gate City Wood Awning Windows. 


Mailing stuffers, photographs, catalogues, Folders, ad mats and a new floor display 
are some of the merchandising aids offered as part of Gate City’s program 


to pre-sell your customers. 


If you are not yet a Gate City dealer and are interested in more information on how 


Gate City sells for you, please fill out the attached coupon and mail it today. 


| GATE CITY SASH & DOOR CoO., SBS-48 
P.O. Box 901, Fort Lauderdale, Fla. 


Gentlemen: Please send complete information on Gate 
City Wood Awning Windows. 





AWNING WINDOWS ss 


Fina sii fot Long Life | 


“Window Craftsmen for over 40 years” 








Name 
Address 





Zone State 
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¢éwashington NEWS 


Easier Home Financing 


The recent scandals in Title I and 
Sec. 608 FHA programs caused Con- 
gress to tighen up on many FHA 
titles in the Housing Act of 1954. 
But, also mindful of the way home 
construction undergirds the economy, 
Congress approved provisions that 
make the financing of both old and 
new homes easier and more appeal- 
ing. 

With the extent of the public hous- 
ing budget the final issue between 
the Senate and the House, the com- 
promise of the conferees calls for 
35,000 new public housing units to 
be contracted for next year but only 
in areas having Federally-assisted 
programs of urban renewal or slum 
clearance. (In their original bills, the 
House voted against any PH units 
while the Senate approved the ad- 
ministration request of 35,000 units 
a year for four years.) 

Major provisions of the new hous- 
ing act call for lower down-pay- 
ments and longer, easier terms on 
FHA-insured housing, and for open- 
end additions to FHA-insured mort- 
gages for “permanent” home im- 
provements. 

Here are other provisions of special 
interest to dealers: 

FHA Title I is continued for mod- 
ernization and repairs on the same 
credit terms. House must be six 
months old for a loan, and the 
financed work or equipment “must 
improve basic livability of house.” 

Section 8, Title I suburban home 
financing is continued but trans- 
ferred to Title II. The maximum loan 
limit is increased to $6,650 for owner- 
occupant. Other loan aid for non- 
urban housing: a new FHA program 
for farm housing mortgage insur- 
ance; a Voluntary Home Mortgage 
Credit Program on national and re- 
gional basis to channel FHA and VA 
mortgage money into remote areas 
and small communities, by assisting 
lenders in such areas to locate sec- 
ondary purchasers. 

Maximum limits on all Title II 
FHA mortgages are increased. Ma- 
turities on all FHA-insured mort- 
gages extended to 30 years or three- 
fourths remaining life of property as 
determined by FHA officials. New 
down-payment terms for FHA-in- 
sured loans on NEW HOMES: 5% 
down on first $9,000 of cost, 25% on 
all above $9,000. Maximum loan, 
$20,000 (instead of previous $16,000). 

New terms on (old) EXISTING 
HOUSING: 10% down on first $9,- 
000 of cost, 25% on all above $9,000. 

(President will be given authority 


42 


to increase down-payment level to 
$10,000 on old and new homes.) 

Builder or seller must give one- 
year warranty to purchaser that 
FHA-assisted 1-4 family house is in 
substantial conformity with specifica- 
tions approved by VA or FHA. 

All FHA programs for multi- 
family rental housing will be subject 
to anti-mortgaging-out provision. 

The Federal National Mortgage 
Assn. will be rechartered with $70,- 
000,000 Treasury preferred stock. 
Any lender who sells mortgages to 
FNMA must buy stock in FNMA in 
amount equal to 3% of face value 
of the mortgages sold to FNMA. 
Thus FNMA ultimately will be- 
come privately owned, but with gov- 
ernment supervision and direction. 

The Wherry Act for military hous- 
ing will be extended another year. 
A new home loan program for GIs 
will guarantee veteran loans up to 
$7,500 for either new construction or 
improvements and repairs. 

Two new FHA programs for slum 
clearance and urban redevelopment 
will be provided. 


Statistics Overhaul 


The Chamber of Commerce of the 
U. S. has urged Congress to appro- 
priate $1,100,000 for overhauling 
government statistics on construc- 
tion. The Chamber said that the 
proposed program of the Depts. of 
Commerce and Labor to improve the 
accuracy and completeness of gov- 
ernment construction statistics is 
“well designed, greatly needed, and 
economical.” The need for more re- 
liable and complete construction 
data by the banks, other loan insti- 
tutions, and such Federal agencies 
as the Bureau of Public Roads and 
HHFA, was stressed. 

The U. S. Chamber of Commerce 
has reorganized its 40-member Con- 
struction and Civic Development 
Committee to be representative of all 
segments of the industry—finance, 
manufacturing, distribution, con- 
struction, and allied. 

Norman P. Mason has been suc- 
ceeded as chairman of the committee 
by Martin W. Watson, Topeka (Kan.) 
general contractor. Other members 
include Watson Malone III, Phila- 
delphia lumber dealer; Robert F. 
Porter, Harry T. Campbell Sons 
Corp., producers of masonry mate- 
rials, Baltimore; Corydon Wagner, 
St. Paul and Tacoma Lumber Co.; 
Phil Frankfort, Lumber Sales Corp., 
Franklin, Va.; William Gillett, De- 
troit Steel Products Co., and Car! D. 
Franks, president of the Portland 


Cement Association. 

Objectives of the Construction and 
Civic Development Committee are 
to stimulate rehabilitation and devel- 
opment of blighted urban area; pro- 
mote construction markets with 
particular emphasis on fix-up; work 
for better building codes and con- 
struction techniques; develop pro- 
gramming of highways and public 
works. 


Truly a Housing Center 


Although the new National Housing 
Center for the National Assn. of 
Home Builders is 10 months from 
completion, half of its exhibition 
space has already been rented to 
more than 100 of the nation’s leading 
manufacturers. So reports NAHB 
pranneee Dick Hughes, of Pampa, 
ex. 

Hughes also announced that Neal 
J. Hardy has been appointed direc- 
tor of the $2,500,000 National Hous- 
ing Center at 1623-23 L Street, N. W., 
in midtown Washington. A native 
of Kansas and a graduate of its state 
university, Hardy has served since 
1949 as assistant administrator of 
the Housing and Home Finance 
Agency. Except for a three-year 
hitch in the Army during World War 
II, Hardy has been connected with 
government operations and research 
in housing since 1937. 

Another new member of the NAHB 
staff is Andrew P. Murphy Jr. He 
will serve a dual capacity for NAHB 
—as assistant legislative director and 
as labor director — according to 
John Dickerman, executive director. 
A graduate of Harvard University 
and Boston University, Murphy has 
served in legal capacities with sev- 
eral Federal agencies, most recently 
as industrial relations advisor for the 
general counsel in the Army Ord- 
nance Office. 


Flint Leaves SWLA 


The resignation of Allan T. Flint 
as secretary-manager of the South- 
western Lumbermen’s Assn., to be- 
come effective September 1, has been 
accepted in behalf of the executive 
committee by Sam Arnold, of Kirks- 
ville, Mo., SWLA president. 

Arnold named Gene Sheid, one of 
three assistants on the SWLA staff, 
to serve as acting secretary-manager 
until Flint’s successor is chosen by 
the executive committee. Flint has 
served as top professional of the 
NRLDA-affiliate for the states of 
Kansas, Missouri, Arkansas, and 
Oklahoma, since June, 1947. 
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Let PLASTERGON 


paint this wallboard 
profit picture for you 


We'd blush at the suggestion that we’re Old Masters 
. . . but we have what it takes to make a wall a work 
of art... 


That’s Plastergon . . . made in every type of wallboard 
your customer needs. Styled and specified to his exact re- 
quirement . . . and at the best price. 


Let us help you to create a sales masterpiece with the 
complete Plastergon line. Ask us for full details and 
product literature. 


PLASTERGON 
Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P. O. Box 40, Station B, Buffalo 7, N. Y. 
Cable Address, ‘‘Plastergon” ¢ Phone Riverside 3370 


Check this list... 
you'll find a wallboard 
for your every need 


BUCKSKIN READY BEND — 
1/10” pebbled wallboard es- 
pecially useful in display 
work, 4’ x 8’ panels... 20 
pieces per bundle 
DUO-TONE—2-color wall- 
board in 6 different color 
combinations. Four-ply .. . 
48" wide... 6 to 12 ft. long. 
Bundles of 12. 
PERFECT-O-CELL — Approxi- 
mately 3/16”, 4-ply, pebbled 
wallboard with extra sizing 
on both sides. Rich cream 
color. 48” wide . . . lengths 
6 to 12 ft. 

MAMMOTH — A pproximate- 
ly 4", 5-ply, pebbled wall- 
board of great beauty and 
strength. 48” wide . . . stand- 
ard lengths 6 to 12 ft. Bun- 
dles of 10. 


ECONOMY —A lot of value 
at low cost. Smooth finish, 
both sides. 4-ply . . . 48” 
wide .. . 6 to 12 ft. long 
... bundles of 12. 


EBONY—!/," asphalted un- 
derlay board. 30” x 48” 
(100 sq. ft. per bundle). 
Also eh panels 48” 
wide, 4 to 12 ft. long. 


BUDGETAIRE PAINTCOTE — 
5/16” insulating board. Lic- 
orice root fibres. Factory 
painted one side. 48” wide 
...6 to 12 ft, Bundles of 10. 


LOCKAIRE PAINTCOTE—1/,” 
insulating board. Licorice 
root fibres for greater 
strength. Factory painted 
—— 48” wide... 6 to 
12 ft. 


LOCKAIRE—!/,” and 25/32” 
Asphalic board. 48” wide 
. . 6 to 12 ft. long. Also 
v-joint panels 2’ by 8’. 
25/32” building boards. 
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supply « demand < 


THE IMPACT of the West Coast 
strikes of unionized workers in the 
sawmills and logging camps has 
upped prices of framing and ply- 
wood, and created spotty shortages 
that are slowing down residential 
and commercial construction. 

Whether the new high prices on 
dimension and plywood will stick as 
a whole or in part depends upon how 
much of an increase the mills grant 
the unions. With their wages already 
averaging $2.34 an hour in the log- 
ging camps and sawmills, the work- 
ers through their CIO and AFL 
unions are demanding a contracted 
wage increase of 12.5 cents an hour, 
plus three weeks’ vacation for those 
with five years’ service, and other 
fringe benefits. 

Southern pine producers have used 
the shortage of Douglas fir and other 
Western species to regain some of 
their former lumber markets—and 
with higher and firmer prices. But 
officials of the Southern Pine Assn. 
are not unmindful of requirements 
of this opportunity. SPA President 
G. R. Swift from his lumber office at 
Atmore, Ala., has challenged the 
subscribing mills in these words: 

“The increasing demand for DI- 
MENSION is an opportunity for 
Southern pine to re-establish itself 
and regain many customers. 

“But opportunities carry responsi- 
bilities. That’s why it’s so important 
to every Southern pine manufacturer 
to exercise the greatest care in the 
production of DIMENSION to meet 
the growing demand... to see that— 

“Dimension is produced only from 
better-textured timber. 

“Your lumber is properly seasoned. 

“You protect it against unsightly 
stain. 

“It’s dressed accurately to size and 
pattern. 

“Your dimension is carefully end- 
trimmed. 

“It’s correctly graded. 

“It’s loaded to assure arrival at 
destination in good condition. 

“The performance of mills in this 
period may well determine the 
standing of Southern pine when the 
going gets tough.” 


GRADE-MARKED LUMBER got 
a big boost on July 12 when the 
directors of the Alabama Forest 
Products Assn, unanimously _re- 
solved: 

“That this association promote and 
support the use of grade-marked 
quality Southern pine lumber, and 

“That the association urge the 
Federal Housing Administration and 
all tax-supported institutions in the 
state to require officially grade- 
marked lumber.” 
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This action by AFPA followed by 
three days a letter from J. Marvin 
Wade, FHA director in the state of 
Arkansas, notifying FHA employees 
and persons having business with 
FHA that grade-marked lumber 
would be required on all structures 
insured or financed by the FHA and 
the Veterans Administration in Ar- 
kansas, beginning September 1. 
Grade-marked lumber is similarly 
required by FHA in Tennessee and 
the Washington, D. C., area. 


STRIKE EFFECTS show up clear- 
ly in the National Lumber Trade 
Barometer for the week ending July 
17—about a month after picket lines 
ceased work for a majority of men 
in logging camps and sawmills. 

Compared with the same week in 
1953, reporting mills showed Douglas 
fir production down to 36%; ship- 
ments down to 36%, and orders down 
to 30%. Southern pine mills showed 
production the same as ’53, but ship- 
ments were up 21%, and orders were 
up 19%. For all reporting lumber 
mills, production reached 56% of 
53; shipments, 59%, and orders 
came to 58%. 

The Southern pine barometer 
showed orders 3.2% above the three- 
year average, shipments 12.6% 
ahead, and actual production up 
3.9%. 


MOST BUILDERS—as well as 
dealers-—have found it difficult, if 
not impossible, to hold price lines in 
the face of lumber price hikes during 
the last several weeks. In some com- 
munities the prices of single-family 
homes have been boosted $200 or 
more. 

Increased prices of steel items, re- 
sulting from the new union wage 
contracts, also are pressuring, if not 
breaking through, construction esti- 
mates and bids. Firming of asphalt 
roofing prices and the previous rise 
in gypsum products also reflect 
bustling activity in home and com- 
mercial construction. 


HOUSING STARTS in June were 
estimated at 120,000—up 12% from 
May. They brought the total private 
volume for the first half of ’54 to 
564,100—largest private housing total 
for such a period since the 1950 all- 
time high. Seasonally adjusted, the 
annual rate of private housing starts 
in June was at 1,206,000, greater than 
for any month since January ’51. 

New materials and new construc- 
tion methods are expected to give 
more impetus to new home building 
and modernization. The Michigan 
State Supreme Court has ruled that 
unions cannot ban the use of paint 
rollers under the charge that they 


are a menace to the health and eco- 
nomic welfare of workers. It upheld 
the lower court’s finding that the 
attempted union ban was “an unlaw- 
ful labor objective.” 

The case for Lu-Re-Co wood wall 
panels is strengthened by publication 
of the University of Illinois Small 
Homes Council’s non-technical eight- 
page primer on “Wood Framing.” It 
tells the advantages and disadvan- 
tages of two wall and five roof-fram- 
ing systems. It advocates 24-inch 
spacing of roof rafters, truss con- 
struction for gable-roofed house, and 
joist flat roof with central-bearing 
wall as required. 

The Timber Engineering Co. has 
designed a new integral wood “arch 
frame,” combining roof and wall sec- 
tions, for cheaper erection of small 
commercial and _ industrial type 
buildings. This design is available 
as a guide for planners of garages, 
warehouses, farm and other build- 
ings that require maximum post- 
free work area and high ceiling 
clearance. Get a free copy from 
TECO, 1319 - 18th Street, N. W., 
Washington 6, D. C. 


Lumber Women to Meet 
In Georgia in 1956 


The next biennial national con- 
vention of the National Assn. of 
Lumber Women is scheduled for 
Atlanta, Ga., in 1956. 

At the recent June convention in 
Taos and Santa Fe, N. Mex., Mrs. 
Grace Reagor, Southern Mill and 
Manufacturing Co., Tulsa, Okla., was 
elected president for the next two 
years. Miss Pauline A. Richers, An- 
derson-McGriff Co., Atlanta, Ga., is 
first vice-president; Mrs. Lillian 
Balch, Commercial Lumber Co., 
Tulsa, second vice-president; Miss 
Carmen Listen, T. M. Deal Lumber 
Co., Wichita, Kan., secretary, and 
Mrs. Leta Payne, Kessler Lumber 
Co., Wichita, treasurer. 

Twenty-three members, traveling 
by chartered bus from Wichita, 
gathered in Taos June 18 and 19 as 
guests of the Pot Creek Sawmill. 
They observed the mill’s operations 
and enjoying Indian dances and the 
artists’ colony. 

The theme for the Sunday morning 
business session in Santa Fe was 
Henry Ford’s— 

“Coming together is a beginning; 

“Keeping together is progress; 

“Working together is success.” 

After church, the group toured 
Santa Fe’s historical places and en- 
joyed the hospitality of the Big Joe 
Lumber Co. 
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Wind can’t lift them... 
They’re locked at the butts 


Here’s a new, exclusive kind of shingle that locks, 
looks beautiful, lays fast, and lasts! Old American 
Lok-Tabs look like regular square-tabs, yet each 
shingle is locked down at the center of the butt. 
Laboratory and field tests prove that even the strong- 


est winds can’t turn a Lok-Tab back. 


A new kind of beauty, too! Lok-Tabs are decorator- 
styled with new colors and striated texture . . . plus 
the de luxe effect of heavy shadow lines created by a 


band of dark color across the butt lines. 


Lok-Tabs are faster to apply than ordinary square- 


tabs. They’re built on premium weight felt, yet are 


priced competitively with ordinary strip shingles. 
They meet FHA minimum property requirements 


and carry the Underwriters’ Class C Label. 


See your Old American salesman. 


THE SIGN OF 


THE AX COMPLETE LINE 
tS 


Old American Roofing Mills 
Division of the RUBEROID Co. 
500 Fifth Avenue, New York 36, N. Y. 
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NO WONDER IT'S THE BEST—SEE HOW IT'S BUILT! 
Stay-Strate Doors have a special solid-core made 
of WELDROK—a strong, lightweight, incom- 
bustible core material designed to keep the door 
straight and true for the life of its installation, 
Weldrok helps Stay-Strate Doors resist decay, 
termites, fire and sound—has better insulation 
value, too! 


Remember, Lumber Dealers, whether it's Weldwood Doors 
or any other Weldwood product, United States Plywood 
distributing units carry a $25,000,000 inventory to aug- 
ment your own siocks! 


STANDARD DOOR SIZES 


HEIGHT; 6'6" 68" 


7’0° 


WIDTH WIDTH WIDTH 


T° 0 Se 
1%’ Tv ae 
THICKNESS tae tae 
(Doors with 24 2'4 
light and / age 96" 
louver > 
openings 2's" 
available 
on order) 30” 


2’0° 
24° 
2'6" 
2's" 
30” 
3’6" 
40" 





















§ A GUARANTEE THAT 
PUTS AN END TO DOOR PROBLEMS 





UNITED STATES PLYWOOD CORPORATION unconditionally guarantees, if prop- 


REGISTRATION erly installed, this Weldwood ‘‘Stay-Strate” Door against warping, twisting, or 
NUMBER manufacturing defects for the LIFE OF THE INSTALLATION. If any Weldwood 
10338 “Stay-Strate” Door should fail to meet these standards, said door will be replaced 


without charge, including all labor costs of hanging and refinishing involved. 











Individually 
registered 





Weldwood Stay-Strate Doors* are 
made and backed by the largest and 
best known manufacturing and distributing organization of 
its kind in the world, United States Plywood Corporation. 
As you can see, this unprecedented “‘Life-of-the-Installation” 
guarantee has no loopholes—and needs none! 

Weldwood Stay-Strate Flush Doors have an individual 
beauty and reputation for durability that is all their own. 
That is why each Stay-Strate Door is proudly labeled with 
its own registered guarantee number. This guarantee is your 


There are Weldwood doors 
for every other purpose too! 


protection against the door warping, twisting or delaminat- 
ing in any doorway—interior or exterior! 

Weldwood Stay-Strate Doors save you money because 
they do put an end to annoying and costly door complaints. 
Stay-Strate Doors are available in a variety of stock sizes in 
handsome woods such as birch, oak, walnut, Korina® and 
other fine hardwoods. See the complete line of Weldwood 
doors at any of the 73 United States Plywood or U.S.- 
Mengel Plywoods distributing units in principal cities, or 
mail coupon. 


FiRE DOORS. When an installation calls 
for a labeled fire door—select the Weld- 
wood Fire Doort bearing the Under- 
writers’ Laboratories Label for Class 
“B” and “C” openings. 


STAVED LUMBER CORE DOORS. The most 
dimensionally stable lumber core door 
on the market—fully guaranteed against 
delamination and other manufacturing 
defects for two years—twice as long as 
most lumber core doors. Free replace- 
ment does not include cost of finishing 
and cost of installation. 


HOLLOW CORE FLUSH DOORS. Light- 
weight, durable—in a complete assort- 
ment of sizes and face veneers. 40% 
lighter than standard panel doors. 


BIRCH FACED CUPBOARD DOORS made 


with core of Novoply. Wide range of 


sizes. 


For complete specifications on Weld- 
wood doors see our insert in Sweet’s 
Architectural Files, or in American 
Lumberman, American Builder and 
Practical Builder directory issues, 


*Trade Mark 
TU. 5S. Pat. No. 2593050 





NOVOPLY SLIDING DOOR UNITS. Precision 
built units are prepackaged, ready to install. 
Novoply is the flattest, most dimensionally 
stable wood panel made, Can be painted or 
stained any color, Also available with birch 
faces on Novoply. Units can be joined 
together to form extra large sliding storage 
walls. Available in 2 or 3 door units 6’ 
9%” or 8’ high, in widths from 2’ to 8’, 
Includes all hardware necessary. 








Weldwood 


UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 
U. S.-Mengel Plywoods, Inc., Louisville, Kentucky 
in Canada, Weldwood Plywood Ltd., Woodstock and Ontario 








United States Plywood Corporation $BS-8-54 


55 West 44th Street, New York 36, N. Y. 


Please send me complete information on Weldwood doors. 


ADDRESS....... 
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“industry NEWS 


South Paces Nation in 
Construction Since ‘39 


In new construction expenditures 
since 1939, over a period of 13 years, 
the South and Southwest have out- 
paced the other regions of the United 
States, a study of U. S. Department 
of Commerce figures shows. 

The construction gains by districts 
between 1939 and 1952 stack up in 
these breakdowns: 

At 352 per cent in the South 
Atlantic area, comprising Florida, 
Georgia, the Carolinas, Virginia, 
Maryland, Delaware, and the District 
of Columbia. 

At 388 per cent in the East South 
Central section, including Alabama, 
Mississippi, Tennessee, and Ken- 
tucky. 

At 439 per cent in the West South 
Central region of Arkansas, Loui- 
siana, Oklahoma, and Texas. 

At 244 per cent in the New Eng- 
land. 

At 212 per cent in the Middle At- 
lantic. 

At 294 per cent in the West North 
Central. 

At 291 per cent in the Mountain. 

At 337 per cent in the Pacific. 

The average for all the United 
States was 298 per cent. The figures 
of the U. S. Department of Com- 
merce showed an advance of from 
$1,029,900,000 in value of all con- 
struction in the South Atlantic area 
in 1939 to $4,652,000,000 in 1952; 
from $430,800,000 to $2,100,700,000 
in the East South Central; and from 
$672,400,000 to $3.624,300,000 in the 
West Central region. 


Cross Corrugated Roll 
Aluminum Roofing Due 


Production of cross corrugated 
aluminum roofing and siding in rol) 
form soon will permit substantial 
economies in installation and appli- 
cation of this material. 

This material is in production at 
new Lancaster, Pa., plants of the 
Quaker State Metals Co., according 
to President Raymond Buckwalter. 
He said the development of this new 
type roofing climaxes a 50-year 
search by the $500,000,000 American 
metal roofing industry. 

The problem of high-speed manu- 
facture was solved by an invention 
patented by Ned Ochiltree, president 
of the Ceco Steel Products Corp., 
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Chicago, Ill. Quaker States has ex- 
clusive U. S. rights to apply the 
Ochiltree process to aluminum, and 
the corrugated aluminum roll is ex- 
pected to be on the market within 
the year. 

The new roofing not only has all 
the recognized advantages of alu- 
minum outside building materials 
but also the following, according to 
Buckwalter: 

The 50-, 100-, and 200-foot rolls 
lie flat when unrolled, like asphalt 
roofing; can be handled with greater 
ease, applied faster, is easily and 
quickly cut, and requires less nail- 
ing. 

Because of the length of the rolls 
which reach across the length of 
most buildings, side laps are elimi- 
nated and so is the possibility of 
wind loosening sheets. This is said 
to save up to 10 per cent on amount 
of material required. 

Sheathing or decking is not re- 
quired, and no re-spacing of rafters 
is necessary. 

The roofing and siding can be 
installed in one-fourth to one-half 
the time required for other types 
by ordinary labor. 

Life-time protection is afforded 
by the roofing, which never needs 
painting, is resistant to corrosion by 
industrial fumes and gases, and is 
rust-proof, rat-proof, and fire-proof. 

Being one-third the weight of 
steel, the rolls can easily be unrolled, 
cut, and handled on the roof. 

The cost of the roll roofing will 
be about 10 per cent above that of 
sheet, but economies of installation, 
using less material, etc., are predict- 
ed to make it cheaper in the end. 

The roofing as now produced by 
Quaker State comes in three gauges, 
U. S. Standard 26 (.019 in.), 24 
(.024 in.) and 22 (.032 in.) in 24- 
and 48-inch widths. Corrugations are 
spaced either 1% or 21!/ inches. 


personnel 
parade 


Flintkote Co. ... New sales manager 
for the Central District, with head- 
quarters in Detroit, Mich., is Ciar- 
ENCE S. Bunpy. His district includes 
West Virginia and small portions of 
Virginia and Kentucky. 


Kentile, Inc. .. . This “world’s largest 
producer of resilient tile flooring” has 


JAMES A. BOGGIS has been named 
assistant sales manager of the Lehon 
Co., manufacturers of Mule-Hide 
roofing products. He has moved to 
the company’s Chicago headquarters 
from Racine, Wis., where he was a 
full-line salesman for the United 
States Gypsum Co. for six years. 


appointed A. A. TARANTO as divi- 
sional sales manager in the South- 
east. He moved to headquarters in 
Atlanta, Ga., from upstate New 
York, where he had been a sales 
representative. 


Wood-Treating Chemicals Co... . 
Wimu1am W. Hanty Jr. has been 
elected vice-president. He continues 
to manage sales to the wood pre- 
serving industry, but has added the 
duties of supervising the company’s 
over-all promotion for Penta. 


Consolidated Water Power & Paper 
Co.... Epwarp A. TERHUNE has been 
advertising and sales promotion man- 
ager for Consoweld plastic laminate. 
Before joining the firm in 1952, he 
was general manager for a vending- 
machine firm. 


Portland Cement Assn. .. . ANDREW 
J. SPRADLIN has been appointed di- 
rector of the new district office in 
New Orleans, at 611 Gravier. He has 
served as field engineer for the 
Birmingham, Ala., office since 1941. 


Federal Housing Administration . . . 
RavpH H. AcGate Jr., attorney and 
industrial relations executive at 
Lake Charles, La., has been appoint- 
ed to direct FHA activities in south- 
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bw... 4 HAT FULL of building 
producte for Toxae: 


CAREY OPENS BIG, 
NEW HOUSTON 


Order Mixed 
Truckloads 


of these , bed Now, Carey is ready and raring to go for you at its 
Outstanding y Ne modern new Houston plant! Ready with quality 
Products a / o> building products with real sales appeal. Ready with 
aes er fast service and ample production facilities to serve 
we-(nex Asbestos-Fiastic ingles J 
Thick Butt Asphalt Shingles in pastel you promptly! 
end other distinctive blends j Three years ago, Carey purchased The Asbestos Com- 
Mica Kote 55 Ib. and 65 tb. Roofing ; . 

pany of Texas. Now Carey has enlarged and improved 


Lastile Roll Roofing 
Feltex Asphait Saturated Felt = the asbestos-cement plant . . . completed an asphalt 


Coveyrtone Conmuguted Asbostpe- roofing plant and warehouse. Included is the newest 


Cement Roofing and Siding : ° ° ' 
Color-Sealed Careystone Asbestos roofing machine installation in the country! 
Sidin : . 

aides Roofing Felt Yes, we’re ready to go and grow with the 
Coreysote Flat Asbestos meme = Southwest. Now you can quickly obtain 
aellb bane D-. top-quality asbestos and asphalt products— 
Foundation Damp-proof Coating 4° plus a great variety of other Carey 
Flashing Cement : 4 materials. 

Plastic Roof Repair Cement ‘ 

Emulsified Protective Coating y j 

Emulsified Fibrated Coating Lh : : ec, mem Tak ie 
Ready Mixed Floor Mastic ‘. ; % 

Roof Primer 

Bituminous Adhesive 

Shingle Cement 

Fibre Coating 

Plaster Bond 


5 BiG ADVANTAGES 
OFFERED BY CAREY’S BIG PLANT 


1. Select from a complete line. Buy from one 
source with all its time-saving and money- 
saving advantages. 
2. You receive immediate service with truckload 
delivery overnight. Why not get started 
Your choice of color blends designed especially toward a more 
for the Southwest. profitable year with 
Feature quality materials from a company the complete Carey line? 
established in 1873. Contact your Carey Serving Home, Farm and Industry Since 1873 


You enjoy more personal service from your representative, or as 
Carey representative. just write us direct. The Philip Carey Mfg. Company 


Post Oak Road and Hempstead Highway, Houston, Texas . . Unperwoop 6121 
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ern Louisiana. He is a former Army 
officer who helped screen personnel 
for government and industry in 
Germany following World War II. 


Edgewater Steel Co... . CHARLES L. 
Stroup has been made general sales 
manager of the Tracy Kitchens di- 
vision, Pittsburgh, Pa. He formerly 
was contract and builder sales man- 
ager for Crosley-Bendix products. 


Gregg and Sons, Inc... . Dean Srmp- 
son joined this millwork manufac- 
turing firm August 2 to handle 
purchasing and sales promotion ac- 
tivities at Framingham, Mass. Pre- 
viously he managed the Forest 
Products Co, at East Longmeadow. 


Markets through Jobbers 


The marketing policy of Weather- 
Wise Windows, Inc., Youngstown, 
Ohio, producers of aluminum com- 
bination storm doors, is to channel 
all sales of the firm’s combination 
doors and screen doors through 
established lumber and building sup- 
ply wholesalers. All orders or in- 
quiries received direct from dealers 
will be referred to wholesalers by 
Weather-Wise. 

Representatives have been con- 
tacting lumber and building supply 
wholesalers for several months, 
establishing working agreements un- 
der the new sales policy. This is the 
first such an agreement to be con- 
summated between wholesalers and 
an aluminum combination door man- 
ufacturer, asserts A. B. Gross, gen- 
eral manager. 


Exposition Features 
Model Home of 1955 


Sponsored by the National Retail 
Lumber Dealers Assn., the Building 
Products Exposition and Merchan- 
dising Forum at the huge Kings- 
bridge Armory in New York City, 
October 2-10, will feature seven great 
attractions, All retail lumber dealers, 
homebuilders, and home-owners are 
invited to attend the exposition. 

The seven great attractions in- 
clude: 

1, Mammoth exhibit of building 
products, services, and techniques by 
manufacturers and associations in 
350 exhibit booths. 

2. Unveiling of the Home of 1955 
by the editors of 12 of the nation’s 
best-known and most widely read 
consumer magazines. 

3. Model retail lumber store and 
workshop. 

4. Material-handling demonstra- 
tions and workshop. 

5. Actual construction of three Lu- 
Re-Co panelized houses. 

6. Forums on modern trends in 
retailing building supplies. 

7. All the sights and excitement of 
New York City. 

Editors of 12 consumer magazines 
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are now planning a series of model 
rooms for the Home of 1955 exhibits. 
They will finish and decorate for the 
exposition their conceptions of the 
latest and best in living rooms, din- 
ing rooms, kitchens, home work- 
shops, bath-dressing room combina- 
tions, bed-dressing room combina- 
tions, studio rooms, combination 
laundry and recreation rooms, and 
expansion attics. 

The cooperating magazines include 
American Home, Better Homes and 
Gardens, House Beautiful, House 
and Garden, Life, Living for Young 
Homemakers, McCall’s, Parents 
magazine, Small Homes Guide, 
Woman’s Home Companion, and 
Woman’s Day. 


U. S. Gypsum Promotes 
Morgan, Watt, and Lane 


The United States Gypsum Co. has 
appointed G. J. Morgan vice-presi- 
dent and assistant to Board Chair- 
man C. H. Shaver. Morgan joined the 
company in 1939 as a salesman in 
the Minnesota territory and rose to 
vice-president in charge of mer- 
chandising. 


A. J. Watt, above, the former 
manager of dealer sales, was pro- 
moted to general merchandise man- 
ager. He was succeeded by G. V. 
Lane, who rose from dealer sales 
manager of the South Pacific divi- 
sion. 

Watt joined U. S. Gypsum in 1938 
and has served as manager of the 
Syracuse district, paint product sales 
manager in New York, paint division 
sales manager, and vice-president of 
sales. 

Lane, who became a USG sales- 
man in 1941, has held such positions 
as paint products sales manager, 
Midwest division manager, and Pa- 
cific division general products man- 
ager. 


Southeast Convention 
Offers Three Forums 


Panel discussions on marketing, 
sales financing, and conducting indi- 
vidual Do-It-Yourself shows will 
comprise the principal program ses- 
sions at the second annual South- 
eastern Dealer Convention and Build- 
ing Material Show at the Biltmore 
Hotel in Atlanta, Ga., November 3-5. 

This regional convention is co- 
sponsored by the Florida, Georgia, 
and Tennessee dealer associations. 
Their secretaries are in charge of 
specific areas of this joint enterprise. 
Florida’s Marie Bennett is handling 
the publicity and promotion. Geor- 
gia’s Joe Rowell is booking and ar- 
ranging for the exhibits. Tennessee’s 
Bob Brownlee is in charge of the 
program. 

The exhibit hall, full of the latest 
and best in building products and 
services, will be open Wednesday, 
Thursday, and Friday. 

The Wednesday afternoon busi- 
ness session will feature a panel on 
marketing, moderated by Art Hood, 
editor of American Lumberman. 
Serving on the panel will be W. T. 
Spencer of N. C., Maurice Large of 
Va., Murphy Thomas Jr. of Miss., 
and Russell Nowels of Mich. 

Easi-Bild’s Don Brann will mod- 
erate the panel discussion Thursday 
afternoon on Do-It-Yourself shows. 
American Builder’s Ed Gavin will 
speak. 

The panel session Friday after- 
noon will be moderated by Don 
Campbell of Ky. Discussing their 
methods of financing sales will be 
W. S. Sexton of Tenn., Bedford Seale 
of Ala., and Don Maffett of Ga. 
Norman P. Mason, FHA commission- 
er, will be the luncheon speaker. 

The banquet speaker Thursday 
evening will be Clayton Rand, Gulf- 
port, Miss., lecturer, editor, and 
author. Dancing will complete the 
evening. 


Basic, Advanced Courses 
at Wallpaper Institute 


The 1954 National Wallpaper 
Training Institute will open Septem- 
ber 6 and close with the annual 
banquet September 9. Sessions will 
be held in the air-conditioned Ober- 
holtzer Hall at the University of 
Houston, Tex. 

This year the institute will offer 
basic courses and advanced work for 
those who have attended at least 
two previous institutes. Classes will 
be broken down into small groups 
to insure individual attention. Sev- 
eral classes will meet simultaneously 
and students will rotate from one 
class to another. 

For full details contact the univer- 
sity’s Distributive Education Office, 
705 Fannin Street, Houston, Tex. 
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THE COMPLETE 


THE MOST 


DOUBLE HUNG 


FE SALES FORCE YOU 


CAN EMPLOY IS... 











JALOUSIE 
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U-AL-CO 














ALUMINUM 
AWNING WINDOWS 


Stock them! Display them! Ualco 


PROJECTED 








Awning Windows attract buyers 





everywhere they are shown 





literally ‘‘sell themselves.’’ 


They're creating volume sales 


we throughout the country. So join 
the countless dealers who already 


BASEMENT 


CENTER OPERATOR 
know their sales appeal. Order 


y today! 
World’s Largest Manufacturer of Aluminum Windows 
UALCO WINDOWS ARE UNCONDITIONALLY GUARANTEED AGAINST DEFECTIVE MATERIALS 
AND WORKMANSHIP 
SEE OUR CATALOG IN SWEETS OR WRITE OIRECT F : IMPLETE INFORMATION 
UTILITY Get every. sale! The Ualco Aluminum 
Window Line is complete ... “a win- 


| * PACKED JAMB TO JAMB FULL OF FEATURES! low for every opening.” The market can 
} 








yours with Ualeo . . . whether for 
INTEGRAL FiN ees brake nar” tei nent new construction, remodeling or repair 
JUST PLACE IN OPENING UARE AND N ‘ : 
@ TAKES BRICK FIN AND FIN TRIM. @ JIFFY-QUICK whether the work is done by builders 
SILL CLIPS SLIDE IN CHANNEL FROM EACH SIDE. LOCATE r those who “do it themselves, 
RANCH WALL AS MANY AS WANTED WHERE WANTED. @ EXTRUDED SOUTHERN SASH SALES & SUPPLY CO., SHEFFIELD, ALA. 
FLUSH SCREENS WITH ATTACHING FIXTURES. @ 
' es “<9 COMPLETELY WEATHER-STRIPPED wWiTH KOROSEAL SOUTHERN SASH SALES & SUPPLY CO. 
@ TOP SASH LETS DOWN FOR EASY CLEANING. @ SHEFFIELD, ALABAMA Dept. $85 
MAXIMUM VENTILATION. VENTS OPEN TO 90 DEGREES Gentiemen: 
CLOSE WEATHER-TIGHT AT FINGER'S TOUCH Please rush technical data and prices. 
BOTTOM VENTILATOR OPENS SEPARATELY FOR NIGHT VEN ' 
TILATION. ALL VENTILATORS AUTOMATICALLY LOCK. ® wane 
NO PAINTING. SATIN-SMOOTH PERMANENT FINISH. @ Address 
SELECT-O-VENT COMPLETE SIZE RANGE 
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Will Produce Building 
Boards from Waste 


The Pack River Co. at Sandpoint, 
Idaho, has begun construction of a 
plant to manufacture a _ building 
board from sawmill waste. The 
first unit, which will cost an esti- 
mated $750,000, is expected to be in 
production during the summer of 
1955. Capacity will be about 50 tons 
daily. 

The board to be manufactured is 
primarily for interior use. It will be 
made in 4 by 16 foot sizes, in thick- 
ness up to 6 inches. 

Engineers report the new board 
is one of the strongest and most 
versatile of any being manufactured 
from wood waste. No sawdust will 
be used in the new board. Slabs and 
edgings which go to the sawmill 
burner, as well as trees and tops 
that can not be taken economically 
from the forest will be used. 

The board’s properties approach 


those of natural wood, since only 
relatively thick wood wafers and a 
small quantity of resin are used in 
its manufacture. The wafers average 
about 1.5 inches long, 1 inch wide, 
and 1/32-inch thick. Any species or 
combination of species can be em- 
ployed in surfacing wafers to achieve 
novel and unusual effects. 
Production of the board involves 
a new process invented by Dr. James 
d’A. Clark, president of the Sylvan 
Engineering Co., which is engineer- 
ing the new plant. The process has 
been perfected since 1951 in a dem- 
onstration plant at the Pack River 
Lumber Co. research laboratory. 


Knoxville Asphalt Plant 


Scheduled for production of road 
and roofing asphalt from asphalt flux 
early this month in Knoxville, Tenn., 
is a new plant constructed for and 
operated by the Volunteer Asphalt 
Co. George C. Krug is president 


of this firm, with offices in Knoxville. 

President Krug said an asphalt 
roofing plant soon will be construct- 
ed, with roofing production planned 
for early ’55. 


Curbs Roof Deck Fires 


During recent tests, a steel roof 
deck insulated with light - weight 
perlite concrete withstood 45 minutes 
of continuous fire exposure at tem- 
peratures up to 1,700 F. Purpose of 
the tests was to find a way to lessen 
the hazard of costly industrial fires. 

The tested construction simulated 
a typical industrial plant roofed with 
2%” of mesh-reinforced perlite in- 
sulating concrete cast in place over 
tough-temper corrugated steel deck- 
ing, covered with a conventional 
four-ply tar and gravel roof. The 
unprotected underside of the gal- 
vanized steel deck was exposed to 
direct flames of 24 gas jets. Fire did 
not penetrate the roof. 


Regional Campaigns Boosts Merits of Southern Pine Lumber 


DESIGNED to make people every- 
where conscious of Southern pine as 
the finest structural lumber in the 
world, a series of coordinated educa- 
tional programs has been pressed 
with such energy and impact in their 
early stages that they show every 
sign of providing a powerful anti- 
dote to the threat of outside com- 
petition and of being the key to 
new markets for Southern pine. 

The Southern Pine Association is 
the mainspring on which these pro- 
grams hinge, while local groups of 
manufacturers constitute strong 
spearheads. Precise planning has 
made it possible to gear the pro- 
grams to local conditions in each of 
the many communities involved. 

Texas was the pioneer. The Texas 
program has been underway since 
February 11. 

On June 20, Alabama manufac- 
turers joined in, then Mississippi 
followed suit on July 11. 

Still other states are expected to 
throw their weight behind the drive 
soon. 

In Texas, Alabama, and Missis- 
sippi, manufacturer groups have set 
up organizations to plan and finance 
press, radio, television, and outdoor 
advertising schedules in conjunction 
with SPA. And SPA contact repre- 
sentatives have enlisted the support 
of lumber dealers, architects, home- 
builders, finance agencies, and many 
others connected with the construc- 
tion and financing of homes. 

S. P. Deas, secretary-manager of 
the Southern Pine Association, listed 
the following as main points in the 
case Southern lumbermen are tak- 
ing directly to the public: 


52 


“1. Properly manufactured and 
seasoned Southern pine lumber is 
the world’s finest structural lumber. 
Moreover, it is available in vast 
quantity. Over eight billion feet of 
Southern pine are produced annually 
in 12 states, and this includes more 
than enough quality lumber to 
cover the region’s anticipated con- 
struction needs. 

“2. There is a sure, easy means 
whereby consumers can recognize 
quality Southern pine lumber when 
they see it. The instrument of iden- 
tification is the grade-mark, ‘SPIB.’ 
If these letters are stamped on the 
lumber, the buyer is certain that it 
has been inspected under the super- 
vision of the Southern Pine Inspec- 
tion Bureau and certified as to the 
quality of manufacture and season- 
ing. 

“3. The insistence on grade-mark- 
ed lumber naturally is related to 
consumer protection, one of the cam- 
paign’s main themes. This year it is 
expected that more than one million 
new homes will be built in the 
United States, and that the dollar 
volume of construction may reach 
$35 billion—an all-time high. This 
will be quite a melon to slice, and 
Southern Pine Assn. representatives 
are cautioning potential home-own- 
ers through all available media to 
be wary of “jerry builders” and 
other profiteers who may use inferior 
materials in their houses without 
their knowledge.” 

To publicize these points with 
maximum effectiveness, elaborate 
machinery has been painstakingly 
developed, Deas said. While pro- 
grams are separate and closely 


adapted to local situations in the 
state of origin, they are all closely 
coordinated by the Southern Pine 
Assn., and use the same formula. 
Here is the way it has worked out 
in campaigns already in progress: 
Definite schedules for newspapers, 
radio, and television advertising are 
first arranged. Then SPA representa- 
tives move into the communities 
involved prior to the campaign’s 
launching for the “spadework” nec- 
essary to insure maximum impact. 
An SPA publicity man establishes 
personal contact with editors of 
newspapers, TV and radio execu- 
tives, Chambers of Commerce, bank- 
ers, civic leaders, and state and local 
promoters of industry and good-will. 
He makes new friends for the 
Southern pine lumber industry. And 
the usual result of the policy of per- 
sonal contact is that newspaper 
editors request that he prepare fea- 
ture stories which already have been 
carried by a number of papers in 
conjunction with the campaigns. 
When the publicity man has finish- 
ed, SPA’s field representatives carry 
the ball. Thoroughly equipped both 
in training and experience with a 
superior knowledge relative to the 
qualities of building materials and 
the problems of construction, they 
visit lumber dealers, architects, 
homebuilders, directors of home- 
builder associations, state and local 
officials, and repeat these visits as 
the campaigns progress. If questions 
arise, they are prepared with precise 
and correct answers. And they are 
ready to provide on the spot the 
maximum assistance their experi- 
ence provides for in the merchandis- 
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‘“‘CENTURY:’ Asbestos-Cement Roofing Shingles 
Compliment the Finest Homes! 


This splendid house has been given added beauty 
and distinction with a roof of ‘‘Century’’ No. 5 


Green Asbestos Shingles. It is the residence of 


Mr. J. L. Heinl, 2616 Edge Hill Road, Ottawa 


Hills, Toledo, Ohio. Mr. Heinl is President of 


Heinl’s Greenhouse, Toledo, and also President 
of the Plant of the Month Club. 


For any roofing need—from the most modest to 
the most elaborate home—‘‘Century” Shingles 
are the outstanding choice. Because they are made 
from asbestos fiber and portland cement, they 


orrode. They are long-lived, 
‘ver need protective paint. 


won’t burn, rot, 
dependable and 
th “Century” Shingles all but 
speaks for itself. Buyers can’t help but be im- 
pressed by the beauty, durability, economy, and 
freedom from maintenance that such a roof 
provides. 


A house roofed w 


Are you profiting from these easy-to-sell, nation- 
ally advertised shingles? Write for information 
today on the complete “Century” line of colorful, 


top-quality roofing and siding shingles! 


MEASBRY & SUATTIGMEE. conrany- anciee « bee GLP 


® 


America’s first maker of asbestos-cement shingles 
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HIT 2 GREAT 
SALES MARKETS 


with Celotex Insulating Interior Finishes 
and this Big 5-Point Selling Program! 


PRE-SELLING 
your customers 


Bright colorful ads run- 
ning nationally through- 
out 1954... emphasiz- 
ing the advantages of 
modernizing with Celo- 
tex Insulating Interior 
Finishes. Each ad directs 
prospects to you for in- 
formation and guidance 
as well as materials! 


OLS 


Urine, 


TOMI 


apd barden 


Here are your markets: 
1. REMODELING . . . the “Do-It-Yourself” 


homeowner group . . . swiftly expanding .. . 
demanding money-saving materials that look 
good, are easy to work! 


2. NEW BUILDING. ... the country’s build- 
ers want materials that save time and labor, 
provide the variety and individuality that help 
sell their homes! 


And Here Are Your Reasons for Featuring 
Celotex Insulating Interior Finishes: 


Celotex offers... 


1. Exclusive Colors and Textures... now with new 
Flame-Resistant-Finish* (that meets Class F require- 
ments of commercial standard CS-42-49). Handsome 
structural panels in smart, unusual shades like Sierra 
Rose, Blue-Green, Ripple Blend .. . tile board in unique 
textures like exclusive Sculptured White, distinctive 
Perforated White. 


2. A Most Complete Line . . . Finish Plank, Beveled In- 
terior Board, Building Board, Tile Board. Materials 
that build, insulate, decorate at one time, one cost... 
need no painting or papering. 


3. Easy, Speedy Application .. . Exclusive type “E” 
joint on Tile Board and Finish Plank completely con- 
ceals staples or nailheads . . . simplifies alignment, cuts 
installation time, assures snug, neat, attractive joint. 


4. Power-Packed National Advertising ... aimed at mil- 
lions in your two red-hot markets . .. in magazines like 
THE SATURDAY EVENING POST, BETTER HOMES & GARDENS, 
AMERICAN HOME... many other top publications .. . all 
shouting “See your Celotex Dealer!” 


5. Outstanding Merchandising Program .. . including 
four-color envelope enclosures and self-mailers, a new 
32-page remodeling book, tie-in ad mats, four-color win- 
dow and wall posters, colorful counter displays. 


Celotex Insulating Interior Finishes are for you .. . 
and your customers! Tie in now! Tap the sales power in 
this tremendous Celotex advertising and merchandis- 
ing program. Contact your Celotex Representative for 
the full story ... today! 


*Flame-Resistant-Finish available in: #117 Linen White, #118 
Sculptured White, #112 Blue-Green, #114 Sierra Rose. 


Sales come easier...when you feature genuine C E. LOT EX 


@CG. vu. $. PAT OFF 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 S. LASALLE STREET, CHICAGO 3, ILLINOIS 
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ing of and many uses for quality 
Southern pine lumber. 

Nowhere are the efforts of the 
field representatives and the pub- 
licity man confined to one-time shots. 
“Their policy,” Deas explained, “is 
to follow up all initial contacts most 
vigorously and to push harder as 
the campaigns unfold.” 

The Texas campaign has hit home 
with considerable force in many 
Texas cities. Extensive newspaper, 
advertising, and television publicity 
has been supplemented by numerous 
outdoor billboards stressing the ad- 
vantages of SPIB_ grade-marked 
Southern yellow pine. 

A feature of the Texas campaign 
was a signal contribution by the 
Texas manufacturers to the “Pace- 
setter” House, now being built in 
Dallas for exhibition at the Texas 
State Fair this fall. When the manu- 
facturers heard that materials were 
badly needed for the house in a 
hurry, they rushed in 50,000 feet of 
quality Southern yellow pine, there- 
by breaking all previous delivery 
and service records. Southern pine 
is the chief structural material for 
the “Pacesetter,” which is designed 
as the “Texas Dream House of the 
Future.” 

Quality Southern Pine Producers, 
a group of manufacturers in the 
Mobile, Ala., region, set June 20 as 
the target date for their local cam- 
paign. On that day the splurge was 
tremendous. No less than seven large 





CLOSE-UP 
OF GOOD LUMBER 


What the $)\} Grade-Mark Means to YOU 


P10 eterte tee SOUTHERN PINE INSPECTION 
PUREAU, om independent mparnal agency 


See 7) 
properly dried. praperty gradnd Southern Pins m the von SPB No.2) 


trees of thee hemes 











One of seven large advertisements 
that was published in the Mobile 
newspapers by the Quality Pine Pro- 
ducers is reproduced in miniature 
here. It was four columns wide and 
12 inches deep. Southern pine’s nail- 
holding strength was stressed. 


advertisements appeared in the 
Mobile Press Register—one by the 
manufacturers’ group, three by deal- 
ers, and three by banks. 

In addition, a full-page feature 
story (prepared by the SPA publici- 
ty man) appeared under this cap- 
tion: “Huge Southern Pine Industry 
Vital to Mobile Area.” This was the 
equivalent of several hundred dol- 
lars worth of constructive publicity 
for free. Other stories followed, in- 
cluding entire series of articles 
submitted by the Southern Pine 
Assn. to a number of Alamaba com- 
munities. 

A fourth Mobile bank joined the 
campaign. Letters were sent to banks 
in other Alabama towns along with 
advertising mats, and many of these 
bankers expressed the intention of 
running ads. Following the visits of 
SPA field representatives, interest 
spread far and wide. Other lumber 
dealers began to run ads in behalf 
of SPIB grade-marked Southern 
Pine. And the Alabama State Junior 
Chamber of Commerce was consider- 
ing sponsorship of a_ state-wide 
“Southern Pine Week.” 

The Mississippi Pine Manufactur 
ers Association set off their cam- 
paign on July 11. Eleven edvertise- 
ments were carried in the Jackson 
Clarion-Ledger and Jackson Daily 
News, one by the manufacturers’ 
group, eight by dealers, and two by 
banks. Again newspapers generously 
published feature articles prepared 
by the SPA publicity man. The 
Clarion-Ledger carried five pictures 
and a column of copy under this 
headline “Another Dawn for State’s 
Lumber Industries is Planned.” The 
Daily News featured a column- 
length, illustrated story entitled 
“Southern Pine Association Opens 
Crusade to Promote Home Product 
Nationally.” 

Nor was this campaign confined 
to the state’s capital city. Clarksdale, 
Columbus, Greenville, Greenwood, 
Grenada, Natchez, Tupelo, Meridian, 
Vicksburg, and Memphis were all 
on the advertising and publicity 
agenda. Simultaneously, the New 
Orleans Times-Picayune carried an 
SPA prepared feature story on the 
Mississippi campaign the day it 
began. This was significant because 
of the wide circulation of the T-P, 
both in Louisiana and in Mississippi 

Before launching the drive, SPA 
publicity and field representations 
already had established close per- 
sonal contacts with key individuals 
in many of the Mississippi cities 
Now they are conducting a vigorous 
follow-up. 

Primary emphasis in the cam- 
paigns is placed on the superior 
characteristics of grade - marked 
Southern Pine lumber as a building 
material, but the advertisements and 
publicity also stress the important 
role played by the lumber industry 
in the economy of the South. 





, 


WRITE FOR 
COMPLETE INFORMATION 


WOAMS- RITE MANUEACTURING 00 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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“-dealerNEWS 


VIRGINIA 


BLACKSBURG: The Economy 
Builders and Supply has been in- 
corporated to handle lumber, mill- 
work, building materials, and furni- 
ture. Paul R. Rice is president. 


ROANOKE: The Shenandoah Lum- 
ber and Building Materials Corp. 
opened recently in a new building on 
Patterson Avenue. The company han- 
dles a complete line of building ma- 
terials and specializes in millwork. 
The fireproof building has 37,000 
square feet of floor space. Another 
building under construction will have 
50,000 square feet of floor space. Paul 
A. Wood is president and treasurer; 
R. B. Powers, vice-president and 
general manager; Guthrie Webb, 
vice-president and sales manager; 
W. M. Blackwell, vice-president and 
office manager, and Mrs, K. W. Davis, 
secretary. 


MISSISSIPPI 


JACKSON: Waldo W. Shows has 
joined the staff of the Hogue Lumber 
and Building Supply Co. Experi- 
enced in the building material and 
construction fields, he has many 
friends in the industry. 


CANTON: Ed C. Crabtree and W. 
Barnett Phillips have moved here 
from Jackson to open a new lumber 
yard and building material store. 
Crabtree, whose father operated the 
Prairie Lumber Co., has had long 
experience with several lumber 
firms. Phillips has been a traveling 
representative for Allen’s Builders 
Supply of Jackson. 


LAKE VILLAGE: The Delta Lum- 
ber Co. recently acquired property 
for building 20 new homes, accord- 
ing to Manager Kelly Pogue. 


MISSOURI 


KIRKSVILLE: The Hi-Way Lum- 
ber Co. has been sold to the R. J. 
Hurley Lumber Co. Hurley Manager 
Donald Shipman said his firm would 
move to the Highway 63 location 
and use the Hurley name. 


SANBORN: Leo La Londe has 
been named manager of the Ander- 
son Lumber Co. yard at Sanborn. He 
was transferred from Harris. 


ODESSA: Paul Gassen, assistant 
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manager of the Leidigh Lumber Co. 
in Higginsville for four years, re- 
cently was transferred to the com- 
pany’s yard here as manager. The 
yard name is the Odessa Lumber Co. 
Joe Wallpe Jr. replaced Gassen in 
Higginsville. 


NORTH CAROLINA 


ROCKINGHAM: The Richmond 
County Supply Co. has been granted 
a charter to deal in plumbing fix- 
tures and building materials. Au- 
thorized capital stock was listed at 
$100,000. 


WAYNESVILLE: William B. Dil- 
lard, owner of the Builders Supply 
and Lumber Co. at Sylva, has opened 
a new store here at Main and Aca- 
demy Streets. Named the Builders 
Supply and Hardware Co., this retail 
firm is managed by Hugh G. Hunni- 
cutt, a graduate of Wesleyan Meth- 


ALABAMA 


HUNTSVILLE: Both the burglars 
and their victims were the worse 
for a recent safe cracking at the Dil- 
worth Lumber Co. After “punching” 
open the safe, the thieves encounter- 
ed a tear-gas bomb, missed the cash 
drawer, and were only $50 richer for 
their efforts. But they scattered val- 
uable papers, including $1,000 bonds 
wadded up like waste paper, all over 
the yard. 


WEST VIRGINIA 


MOUNDSVILLE: The main build- 
ing of the Moundsville Lumber Co. 
was destroyed in a fire that caused 
damage estimated between $100,000 
and $150,000. The company estab- 
lished emergency headquarters in a 
garage across the street from the 
warehouse. 


odist College and a building mate- 


rials course at Georgia Tech. WHEELING: The News Reg- 
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CADILLACS WITHOUT LUMBER PRICE RAISE! 


W. H. Chapman, right, and W. T. Brown, partners in the Chapman-Brown 
Lumber Co. in Texas City, Tex., both are driving new Cadillacs — and 
without sly remarks from customers about prices they charge for lumber. 
The company won the Cadillac given away during a recent advertising 
campaign sponsored by the Clark Wire and Supply Corp., makers of Red 
Bond screening. Brown commented that “we have greatly enjoyed being in 
the position of driving this expensive vehicle. We have been partners 
for many years without a cross word, by anticipating trouble and avoiding 
it. In this instance, we avoided trouble in sharing such a car by getting 
rid of both the cars we had been driving and buying a second Cadillac. 
While we use the cars in our business, we do not drive them when we 
are out trying to collect overdue accounts!” They are seen here with the 
prize car and Red Bond’s Nina McKnight. 
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BIRD 


Shingles 


& Sidings 
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COLONIAL GREEN 


MEADOW GREEN 
PASTEL 


BRIGHT RED 


A SUREFIRE MERCHANDISING FEATURE IS COLOR in selling 
today’s home — and BIRD roofing has it! Today’s low roofline has rapidly 


built up a tremendous homeowner interest in the color of the roof. 


BIRD Master-Bilt shingles are available in an unequalled array of Rainbow 


Colors ... from strong striking hues to delicate pastels. 


To help builders sell their houses, BIRD Master-Bilt shingles offer highly 

merchandisable colors in a first quality product of thick-butt construction 
with two deeply embedded layers of granules. 

Ask your distributor for further information or wrile 

BIRD & SON, ine., Dept. SB-8, East Walpole, Massachusetts. 


BIRD 


ON 


QUALITY PRODUCTS SINCE 1795 =““W™) EAST WALPOLE, MASS., NEW YORK, N. Y., CHICAGO, ILL., SHREVEPORT, LA. 





é ip in ihe | 
pot shed F 
a 


pe 


Look P 


; Ver 
enestrg the 
2, 


e 


Te 
Nese 
Me . Ta 
Oducts ¢ 7 “S€Ntative line! 
< 


ory 


Mp ’ 
Par depe, ne 
2. 


"'roir 1 any, 


i 
i > 
higa, 


Fenestra customers. The old customers 

W ty who have learned they can count on the 

e O e i you many years of experience and high quali- 

ty workmanship that go into Fenestra* 

« products. The new customers who are en- 

the fi nest custome rs thusiastic about the great new Windows 
and Doors developed by Fenestra. These 

are good customers. They are doing more 


in the bu SI n ess | and more of the bulk of building. They 
° can be your customers. 

Write to Detroit Steel Products Com- 

pany, Dept. SBS-8, 3421 Griffin St., 

Detroit 11, Michigan. ™ 
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ister recently paid tribute to Betty 
Luther, 19, who assumed duties of 
her father at the Builders Supply 
Co. after his death. Betty had been 
Harrison County’s queen for the Ohio 
sesquicentennial celebration a year 
ago and had begun studying nurs- 
ing. She said she greatly preferred 
a nursing career but had willingly 
exchanged her student’s uniform for 
blue jeans and shirt for filling lum- 
ber orders. 


KANSAS 


LYNDON: John Beck has bought 
controlling interest in the Burlin- 
game Lumber Yard from the Beck 
Lumber Co. He formerly operated 
his own yard in Courtland, Neb. 


AUGUSTA: Lee Hoopes, manager 
of the S. J. Safford and Son Lumber 
Co., has been elected president of 
the Augusta Chamber of Commerce. 


AXTELL: John R. Hull has been 
made manager of the lumber depart- 
ment of the Western Hardware and 
Supply Co. He replaced Bobby G. 
Haines, who moved to Colorado. 


HOXIE: The Foster Lumber Yard 
held its grand opening May 15. On 
May 1, Manager A. J. Steinshouer 
celebrated his 35th anniversary with 
the 75-year-old firm. The building 
had not been renovated in 67 years. 


OSWEGO: The Gearhart’s Build- 
ing Materials Co. has new storage 
sheds for its lumber and other build- 
ing supplies. 

FORT SCOTT: R. C. Smith and 
Clyde E. Brooker have bought the 
Quincy Lumber Co. Quincy J. Min- 
gori, former owner and manager, 
was inducted into the armed forces. 


LOUISIANA 


BOGALUSA: Harry Hoppen has 
joined the Bogalusa Lumber Co. to 
assist in home repair, remodeling, 
and new construction financing. 


JONESBORO: The Gilbert Lumber 
and Supply Co. has been incorporat- 
ed, with stock amounting to $50,000. 


MORGAN CITY: H. V. (Blackie) 
Fondren has opened his own con- 
crete firm to handle ready-mix con- 
crete and to contract foundation 
jobs. His son Herbert is his assistant. 


DeRIDDER: The DeRidder Lum- 
ber and Paint Co., a newly-opened 
firm, held “open house” recently. 
The building is an eye-catching gray 
and red, with yellow shutters and 
trim. Co-owners are R. A. Scalfi Jr. 
and Eugene Buckholtz. 


STERLINGTON: The Sterlington 
Lumber and Supply Co., Inc., has 
been granted a charter of incorpora- 
tion listing capital stock at $40,000. 


HOMER: The Homer Lumber Co. 
was destroyed by fire recently. The 
explosion of a gas tank on a truck 
spread a geyser of fire and debris. 


SOUTH CAROLINA 


GREENVILLE: The Holland Lum 
ber Co. has been granted a charter 
of incorporation. Wade H. Holland 
is president. 


COLUMBIA: A charter of incor- 
poration has been issued to the Bar- 
ber-Campbell Lumber Co. William 
A. Barber is president... . Albert L. 
Joyner, former partner in the Mid 
State Supply Co. here, and later 
proprietor of the Joyner Enamel Co., 
has opened up the Joyner Supply 
Co., building material dealers, at 1314 
Ellerbe Street in Columbia. .. . The 
Mid-State Supply Co. at 1231 Pine 
Belt Road recently enlarged its ware 
house space via attachment of a 
Quonset building. It is owned and op 
erated by George W. Tomlin and Ray 
W. Humphrey. The latter is a pro- 
fessor of economics and statistics at 
the University of South Carolina. He 
holds a doctor’s degree in economics 
from the University of Pennsylvania 


FLORIDA 


ST. PETERSBURG: The Hendry 
Lumber Co. has added a new cabi- 
net and furniture finishing shop to 
its millwork department. Any mill- 
work can now be delivered in color. 


OKEECHOBEE: Rod Chandler has 
sold his interest in the Okeechobee 
Lumber Co. to his partner, Howard 
Drawdy. The two men opened the 
business in 1949. 


OKLAHOMA 


TULSA: Estill Dixon has been 
made president of the Downtown 
Tulsa Lions Club. He heads the 
Dixon Lumber Co. 


BLAIR: Buck Schnorrenberg is 
now manager of the Rounds and 
Porter Lumber Co. here. He has been 
with the firm two years and pre- 
viously had worked for the Hope 
Lumber Co. and the National Gyp- 
sum Co. 


BARTLESVILLE: Harry (Bud) 
Woods, of Parsons, Kan., has bought 
the interest of W. A. Kruse in the 
Overtees-Kruse Lumber Co. at Bar- 
tlesville. Woods will be active in 


Dealer Sells with ‘Beware’ Newspaper Ad 


Lynn Boyd, Texas 
lumber dealer, capi- 
talized on the re- 
ports and investiga- 
tions of fraudulent 
home repair and 
improvement sales- 
men by running this 
advertisement re- 
cently in the Pampa 
newspaper. It was 
twice this large, 
three columns wide 
and 10 inches deep. 


BEWARE! 


WATCH OUT FOR THE 
FAST TALKING SALESMAN 


Every yeor ebout this time, evt-el-tewn reefing salesmen 
moke thelr eppeerance in this teritery. Any reputable 
lumber deoler can tell you whet happens next! People 
complein eheut being charged evirogeeus prices . . . com- 
plein ebeut inferior materials end poor workmanship. And 
se we leswe this friendly warning: Be on your guerd egeinst 
hit-end-cun selling tactics . . 
buying © reef or @ siding job ot double regular prices . . . 
chove off, get @ quotation from your lecol lumber dealer 

before you buy. Make sure you know whet you ere 


. don't be high-pressured inte 


Wing. Any relicble lumber yerd, including ours, will be 


In the text under lees te give you on estimete without cost er obligation. 


the bold headline, 
Boyd warned Pam- 
pa home-owners: 


THIS 1S WHAT YOU SHOULD PAY 


“Be on your guard 
against hit-and-run 
selling tactics ... 
don’t be high-pres- 
sured into buying a 
roofing or siding job 
at double regular 
prices ... above 
all, get a quotation 
from your local 
lumber dealer.” 
The ad explained 
the coverage of a 
roof and side walls 
in squares, and 
quoted an approxi- 
mate price for an 
average house in- 
stallation. 
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ROOFING 


is sold by the bundle or by 

 tokes three bundies 

or ene squere te cover en eree 

10x10 ff. An average size reof, 

completely opplied, should coast 
abou! 


$6.39 Per Month 


SIDING 
Asbestos coment siding is 
the squere. An overoge heme, 


ton be resided, including elf lebor 
charges for os little os 


$11.19 Per Month 
This Includes Tufflex insyletion 


THIS IS WHAT YOU SHOULD 


Ne. 1 quality Ruberoid tite-on 230 
pound shingles The tetest colors 
end potierns ine discontinued lines 
or factory seconds) Applied by local 
workmen end sold by @ lecal mer 
chent whe will be right here to 
beck-vp @ gverentee ef complete 
satisfaction 


Johns-Menville First Grade Asbestos 
Siding. All siding looks good when 
i's first epplied. But i takes first 
quality . 


customer for years to come. 


We will epply INSULATING SIDING on the average house including all lebor 
- @nd moteriel, end insurance on labor, for $14.38 per month, 


LYNN BOYD 


GOOD LUMBER 


805 South Cuyler 


Dial 4-7441 





Here’s how Missouri dealer... 


seaxawed builider 
within IEmsulite’s 





New 3 in 1 
Insulite Roof Deck 
saves up to ‘300 
per M sa. ft. 
on exposed-beam 
ceiling jobs 
in any climate* 





Here’s how Roy Cousins’ In- 
dependent Lumber Company 
helped builder Paul Cobb save 
$240 on a 1280 sq. ft. roof 
with Insulite’s new Roof Deck 
the first time he tried it! See 
how you can attract new cus- 
tomers and boost business 
with present customers... 
introduce your builders to this 
new Insulite way to build bet- 
ter for less! 





1 It’s Roof Deck... two by eight foot unit cuts 


application time as much as 45%. Only one material to 
handle. New Insulite Roof Deck eliminates need for 
separate roof boards, insulation, lath and plaster and 
ceiling finishing. Roof Deck can save 12 man-hours per 

Roy L. Cousins, owner led tile F 
Independent Lembeor Compeny 1,000 sq. ft. of surface compared with 2”x6” D&M roof 


St. Joseph, Missouri sheathing. 








*Exclusive Vapor Barrier protects against 
condensation within the deck in any climate. 

Available only in Insulite Roof Deck, this saaee 
continuous vapor barrier combines a mem pe mt so 
brane laminated into each unit, plus a rubber at Se 
gasket that seals carefully machined T&G 
joints. (Also available without vapor barrier "reas cubes easket eonl 
for use in moderate climates.) 
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-cusSstomer >24O0O 
mew Root Deck 





2 It’s Insulation . .. No need for other insulation. And Finished Ceiling! The underside of 
Two-inch Roof Deck is comparable to 2” wood deck plus Insulite Roof De hed with a white flame-resistant 

1” fiberboard insulation and meets F.H.A. heat loss re- surface at the | mply lay Roof Deck over pre- 
rca for roof and ceiling construction. Absorbs finished beam eiling is done! No need to plaster, 
sound better than wood or plaster . . . makes homes paint, stain Reduces labor and material costs, 
quieter and more livable. Exclusive vapor barrier pro- Available in 2’ 114", 2” and 3” thick with or 
tects against condensation within the unit in any climate, without Insulit ve continuous vapor barrier. 


Complete information now It will pay yor to sell 


available. Actual on-the-job pictures 
and construction details show how 
your customers can use New Insulite 
Root Deck to build better for less 
Write Insulite, Minneapolis 2, 
Minnesota t , 


~ e original structural insulation board 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Min lis 2, Minnesota 


a® REO TRADE MARK 


AUGUST, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





the firm, now known as the Overtees- 
Woods Lumber Co. Woods formerly 
was in the lumber business at Clare- 
more for three years. He is the grand- 
son of O. E. Woods, who pioneered a 
string of lumber yards in Kansas 
and Oklahoma, 


ARDMORE: W. D. Crosby has 
joined the Bob Fraley Lumber Co. 
He had served the New State Hard- 
ware Co. 26 years, before it closed 
recently. 


TEXAS 


CLIFTON: The Central Texas 
Lumber Co. is a new firm recently 
opened here. W. B. Oswald is presi- 
dent; W. T. Thompson, vice-presi- 
dent; Calvert Helms, secretary- 
treasurer, and Vernon Swenson, 
manager. 


MEMPHIS: T. V. Wade has suc- 
ceeded Bill D. Hart as manager of 
the Cicero Smith Lumber Co. here. 
Wade moved from Pampa, where he 
operated his own business. 


COTULLA: The W. F. and J. F. 
Barnes Lumber Co. has moved into 
an attractive new building. Manager 
Mack W. Whigham planned the new 
plant, which has an exterior of green 
asbestos siding with roman brick. 


HONEY GROVE: The Lyon-Gray 
Lumber Co., for many years a part 
of this community, was bought re- 
cently by A. A. Roemmele, of Paris, 
and his son-in-law, Wilson N. Mc- 
Gough. The name has been changed 
to the Roe-Mac Lumber Co. 


KERMIT: D. A. Lawson has open- 
ed the Service Concrete and Supply 
Co. here. The firm deals in transit- 
mixed concrete, sand, rock, cement, 
concrete block, and similar products. 


HOUSTON: Following the retire- 
ment of his father last month, Char- 
les J. Robertson Jr. converted the 
retailing firm of Robertson Lumber 
and Supply Co. into the wholesaling 
firm of the Robertson Lumber Co. 
This is a wholesale concentration 
yard for both Southern pine and fir 
lumber. It is located at 1201 Olive 
Street. 


ELECTRA: The Cicero Smith Lum- 
ber Co. recently enlarged and re- 
modeled its building. 


CUERO: The Cash and Carry 
Lumber Co. recently was closed out 
by the owner, P. J. Koetting. 


FREDERICKSBURG: James and 
J. C. Moellendorf have added two 
ready-mix concrete trucks to im- 
prove their service. They also bought 
a portable conveyor belt that loads 
sand, gravel, and concrete into the 
mixer. 


McKINNEY: The Foxworth-Gal- 
braith Lumber Co. has a new build- 
ing to house its office, display room, 
and warehouse. Clifford Byrd is 
manager. 


FORT WORTH: J. Lee Johnson 
III has been elected president of the 
Fort Worth Exchange Club. He is 
president of the Cicero Smith Lum- 
ber Co. 


HARPER: Alfred Lehne has bought 


ATTEND FORMAL OPENING IN TEXARKANA 


When the remodeled and re-named branch yard of the Mansfield Hardwood 
Lumber Company in Texarkana, Ark., was formally opened last fall, com- 
pany officers, factory representatives, and other branch managers were on 
hand. Seen in picture, from left, are Mansfield’s General Manager T. W. M. 
Long, of Shreveport, La.; Fred May, Bird and Son roofing salesman; L. B. 
Owens and W. A. Myers, manager and assistant manager of the Two States 
Lumber Company in Texarkana; Paul Ray and J. P. Paisley. who manage 
the Mansfield yards in Longview and Kilgore, Tex. For pictures of the 
handsome Mansfield store in the border city, see page 33. 
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the William Cameron and Co. yard 
here. He first entered the lumber 
business when he assumed manage- 
ment of the Mutual Lumber Co., 
which later was sold to William 
Cameron. 


GARLAND: Mrs. E. O. Perry was 
initiated into the Soroptimist Club 
recently, in the category of a sheep 
breeder, although she also is a lum- 
ber woman. She is co-owner of the 
Perry Lumber Co. 


EL PASO: At a recent meeting of 
the E] Paso Lumbermen’s Assn., Bill 
Byers, Wholesale Building Materials 
Co., presented a program on the 
manufacture and production of ma- 
hogany lumber, plywood, and doors. 


DALLAS: The Dallas Chamber of 
Commerce’s “1954 Headliner of the 
Year” is a lumberman—Jerome K. 
Crossman. He is an attorney, presi- 
dent of the Lyon-Gray Lumber Co. 
of Texas, president of Ryan Con- 
solidated Petroleum Corp. and board 
chairman of an investment banking 
firm. He was honored for his con- 
tributions to the community. 


ARLINGTON: The Binion-Turner 
Lumber Co. recently held a grand 
opening to show off its new building. 
The firm has added a power tool 
department. H. B. Binion and Herb 
Turner are co-owners. 


ABILENE: Lynn A. Lee, home- 
builder, has brought the Lone Star 
Lumber Co. from Thomason Enter- 
prises. Lee became president of the 
corporation; Harold Swanson, vice- 
president, and F. A. Lee, father of 
the owner, secretary-treasurer. 


CASTROVILLE: Leo Yena has 
bought the mill and lumber company 
that he formerly owned. In July, 
1953, he sold it to Arthur L. Gard- 
ner. Clarence Bippert is manager. 


TALCO: Andy Bowman and Dean 
Skelton have bought the lumber 
yard formerly operated by the Hall 
Lumber Co. Bowman is a contractor. 


ALPINE: The Alpine Lumber 
Company recently celebrated its 50th 
anniversary. The Alpine Avalanche 
carried photographs of the first 
building and the modern structure. 


COTULLA: The Barnes Lumber 
Co. held “open house” at its new 
store, Saturday, June 19. Mack W. 
Whigham is manager. 


GARLAND: The Perry Lumber 
Co. has bought the stock of the Hap 
Manzer Lumber Co. and is leasing 
the Manzer property for storage. 
Manzer now works for the Perry firm 
as assistant manager. 


TENNESSEE 


NASHVILLE: Richard M. Norvell 
recently was installed as president 
of the Nashville Lions Club. He is a 
partner in the Norvell and Wallace 
Lumber Co. 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1954 





MARYLAND 


SALISBURY: The E. S. Adkins 
and Co. lumber yard has added a 
new line of siding, paneling, boards, 
and mouldings in Philippine mahog- 
any. These products also are sold by 
the Adkins branches in Easton, Cen- 
treville, Chestertown, Hurlock, Ber- 
lin, and Pocomoke. 


KENTUCKY 


NEWPORT: Louis E. Moore’ Sr., 
president of the Weingarten Lumber 
Co., has been appointed to the board 
of education by Governor Weatherby. 


OBITUARIES 


H. P. BAKER, 69, owner of the 
Jacobs Lumber Co. in Nashville, 
Tenn., died July 11. He was a con- 
tractor until founding his firm in 
1925. 


H. G. McPHERSON, 74, partner in 
the McPherson-Carlson Lumber Co. 
in Topeka, Kan., died recently. 


WILLIAM THOMAS BINION, 55, 
Brewton, Ala., died July 7. He was 
sales manager for the T. R. Miller 
Mill Co., which he had served 35 
years. 


FRED ARN, 75, died at his home in 
Mobile, Ala., June 28. He was presi- 
dent of the J. M. Card Lumber Co. 
from 1914 until his retirement last 
year. He was a former president of 
the National Hardwood Lumber- 
men’s Assn. 


JAY HENRY BAXTER, 87, perished 
late in June in a fire that destroyed 
the plant of the Griffing Lumber Co., 
which he founded in 1926 in Port 
Arthur, Tex. The $125,000 fire started 
when Baxter burned trash and weeds 
in the rear because he thought them 
“a fire hazard.” His grandson and 
business partner, Bob Johnson, said 
Baxter called to a customer to get the 
fire department, told truck drivers 
to move the trucks and cut off the 
air-conditioning, and then disap- 
peared to get a fire extinguisher. His 
charred body was found later. 


H. E. KETCHAM., head of the Ketch- 
am Lumber Company in Muskogee, 
Okla., died July 6. He moved to 
Muskogee in 1900 as manager of 
the Gloyd Lumber Co., and later 
bought other yards in Oklahoma and 
Kansas. His son, Lee, was associated 
with him in the yards. 


EARLY A. HODGES, 61, of Cary- 
ville, Fla., died July 2. He owned the 
E. A. Hodges and Son Lumber Co. 
in Panama City, part of the Hodges- 
Arnold Lumber Co. in Caryville, and 
several other enterprises. 





THE SECRET OF OUR CONTINUOUS 


SALES INCREASE 


_IN OUR LUMBER YARD... 


WE SELL BY THE |~ 
PACKAGE — 


Selling by the package is helping thousands of lumber dealers 
all over the country to set new sales records every day. The 
sooner you develop this business-increasing program, the 
sooner your lumber yard will be in a position to meet today’s 
highly-competitive conditions. 

NOW IS THE TIME TO ACT! Let our representative show your 
personnel how to sell by the package: materials, labor and 
financing as a single unit. You can offer a unit at no money down 
and give 36 months to pay on the ABC TIME SALES PLAN. More 
orders will be closed on the spot .. . and for larger amounts, 
too! And in addition, you receive your money from ABC imme- 
diately; your working capital will always be available for new 
opportunities. 

You need this help right now. Call your nearest ABC office for 
a representative to show your personnel how to increase sales 
by selling by the package. 


NATIONWIDE SERVICE 


INSTALMENT. FINANCING 





Specialists in Property Improvement 
and Modernization Sales Financing 


ALLIED 
BUILDING CREDITS 


INC. 


* 
4 aT) CREO ie 


Your best sales tool—the ABC Time Sales Program. Ask us today. 


BRANCH OFFICES: BALTIMORE, BIRMINGHAM, BOSTON, BUFFALO, CHARLOTTE, CHICAGO, CIN. 
CINNATI, CLEVELAND, COLUMBUS, CORPUS CHRIST!, DALLAS, DAVENPORT, DENVER, DES MOINES, 
DETROIT, HOUSTON, INDIANAPOLIS, KANSAS ¥, LOS ANGELES, MILWAUKEE, MINNEAPOLIS, 
NEW ORLEANS, OKLAHOMA CITY, OMAHA, PH ELPHIA, PHOENIX, PITTSBURGH, PORTLAND, 
ST. LOUIS, SALT LAKE CITY, SAN FRANCISCO, SEATTLE, SOUTH BEND, TAMPA, TOLEDO 


General Office: Box 3426 Terminal Annex, Los Angeles 54 
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association activities 


Georgia winner in the 
NRLDA Public Rela- 
tions Contest for re- 
tailers was Randall 
Brothers, Inc. The vice- 
president of the Build- 
ing Material Merchants 
of Georgia, Charles W. 
Peek Jr., at right in 
photo, presents the 
certificate of achieve- 
ment to Luther H. Ran- 
dall Jr., vice-president 
of the firm. 


State Winners in Public Relations Contest 


STATE AWARDS in the 1954 Public 
Relations Contest sponsored by the 
National Retail Lumber Dealers 
Assn. were won by 17 dealers in 
Southern and Southwestern states. 
Five of the 10 national awards also 
were won by entrants from this 
region. 

The winners of state award certifi- 
cates included: 


FLORIDA — Culp Lumber Co., 
Tampa; Edwards Sash, Door and 
Lumber Co., Tampa; Lewis Lumber 
Co., Bradenton; T. W. Ramsey Lum- 
ber Co., Tampa. 

GEORGIA — Randall Brothers, 
Inc., Atlanta. 

KANSAS — Hardman Lumber and 
Coal Co., Colby; Hodges Brothers, 
Olathe. 


MARYLAND — Stebbins-Ander- 
son Co., Inc., Towson. 

OKLAHOMA — Antrim Lumber 
Co., Enid. 

SOUTH CAROLINA — Builders 
Supply Co., Lancaster; Todd Lumber 
Co., Rock Hill. 

TEXAS — Interstate Lumber Co., 
Dallas; Nueces Lumber Co., Corpus 
Christi. 

VIRGINIA — Charlottesville Lum- 
ber Co., Farmville Manufacturing 
Co., and V. A. Folden and Son, 
Fredericksburg. 

WEST VIRGINIA — Scott Lum- 
ber Co., Wheeling. 

A special award was won by the 
Public Relations Committee of the 
Florida Lumber and Millwork.Assn. 


To Inspect HPI Plants 


The Hardwood Plywood Institute, 
Chicago, Ill., has named Erle L. Biggs 
of Starke, Fla., as forester to conduct 
a continuous plant inspection service. 
He is the first man to devote his time 
exclusively to such activity. 

Biggs is a graduate in forestry of 


LOTS OF LOTZ TO RIDE FOR OKLAHOMA ESTIMATORS 


As a gesture of appreciation to Herb Lotz, Johns-Man- 
ville Sales Corp., who conducted the recent five-day 
technical course on construction and cost estimating 
on building and repairing at Oklahoma A and M Tech, 
the leather department made a pair of cowboy chaps 
for his seven-year-old grandson. Here he receives them 
from Keith Covelle, director of the school. Those attend- 
ing the school included Donald M. Savage, Billy Springs, 
Harold Turner, W. C. Albright, and Bill Lott, all of 
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Oklahoma City: James E. Atkins and O. F. Philbler Jr., 
Tulsa; Elmer Gene Wilson, Sapulpa; Ed James Jr., 
Durant; Gene and Miles Mills, Tonkawa: Wheeler Lum- 
ber Co., Sallisaw; M. S. Williams and Charles A. Shirley, 
Okmulgee; R. A. Parker, Ponca City, and Gerald F. 
Rousseau, James Stephens, John Hausam, Kemp Clod- 
felter, Tell Henricks, Joe Peeler, Jim Stevenson, and 
George Bunny, all students at A and M Tech. The Okla- 
homa Lumbermen’s Assn. sponsored this course. 
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the University of Georgia. For the 
last three years he has been lumber 
and plywood inspector for the Corps 
of Engineers, South Atlantic Divi- 
sion, in Atlanta, Ga. He started his 
career as a timber cruiser and man- 
ager of Timberland, Inc., subsidiary 
of the Brunswick Pulp and Paper Co. 


Alabama Dealers Catch 
More Prizes than Fish 


Prizes were plentiful and plucky 
fishermen were scarce in Panama 
City, Fla., at the 24th annual deep- 
sea fishing rodeo of the Alabama 
Building Material Exchange, ac- 
cording to Secretary Mary Harless. 
Some 120 men and a couple of women 
secretaries enjoyed the week-end of 
fishing and frivolity, June 25-26. 

Among the outstanding fishermen 
who took a wide choice of useful 
merchandise prizes were M, L. Mc- 
Lemore, York, most pounds of edible 
fish; R. A. Clark, Sheffield, largest 
king; C. C. Fite, Birmingham, second 
largest king; G. F. Williams, York, 
largest bluefish; Kelly Hyche, Jasper, 
largest grouper; Bob Abernathy, Bir- 
mingham, largest dolphin; Jack 
Dickert, Brundidge, largest bonita; 
Sam Scalco, Birmingham, most un- 
usual fish. 

Other assorted dealer winners: 
Bill Estes, Ralph Stephens, Peter 
Fyfe, Thornton Estes, Tom Daven- 
port, R. N. Hawkins, Harry Kenney, 
all of Birmingham; Jim Parkes, 
Lawrenceburg, Tenn. 

Prize-winners among the manu- 
facturers, wholesalers, and guests 
were E. W. Beal Jr., Charles 
O’Rourke, D. H. Shirley, H. F. Mar- 
tin, and A. M. Shook, all of Birming- 
ham; George Turner, Mobile; J. 
Lowrey, Centerville; and Earl Had- 
dock, Florence. 

Jim Massey and Jewell Archer, of 
the Stricklin Lumber Co. at Florence, 
solicited surplus edible fish for the 
tuberculosis sanatorium at Decatur, 
and 300 pounds was shipped for the 
patients there. 


Insulation Tested Free 


The Joist-Space Heat Tester, a new 
scientific apparatus for making com- 
parative heat-flow tests of various 
thermal insulations, is now being 
offered to members of the building 
industry for two weeks’ free use. 

The tester simulates actual joists 
and building spaces. It uses three 
methods of heat-flow — convection, 
conduction, and radiation. It will 
simultaneously test and compare any 
two materials or insulations. 

To obtain the tester and samples, 
write to Infra Insulation, Inc., Dept. 
SBS, 525 Broadway, New York 12, 
Ss 
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- _ SERVICE CARTON 
ATHERSTRIPPING 


TCAKEGY 
(OTCAK Wary ass »\y 


yar ® 


W 


"Do It Yourself” 
WEATHERSTRIPPING 


Silent-salesman display carton holds twelve 17-feet coils (1%-in. wide) 
Guardsman Rust-Proof Bronze Weatherstripping; corrugated, punched 
and complete with coppered nails. Instructions for installing with each 
coil. 

NATIONAL GUARD PRODUCTS, INC. — 

HEADQUARTERS FOR A COMPLETE LINE OF METAL WEATHERSTRIPPING 


JACK FROST WEATHER STRIP GUARDSMAN 
FOR WINDOWS AND DOORS! PACKAGED UNITS 


Low-cost, efficient! 
Rust-proof white 
metal fastened to 
moth-proof black 
felt. Pre-punched 
complete with nails. 
18-ft. coils. 


No, 336 

Door Set. . 

(for 3’x7’door) Consists of all 
necessary component parts in 
one package, ready for easy 
installation, with complete 
instructions. 


EXTRUDED ALUMINUM THRESHOLDS 


: SS = co 
No. 435, Interlocking. 


34” wide x 9/16” high. 
Concealed hook included. 


No. 424, Saddle Type. 
4” wide x ¥2” high. 





All National Guard thresholds are highly polished, drilled and countersunk, 
nn wrapped with necessary screws in neat package. 


AR MAN ERSTRIPPING FROM 


" WATIONAL GUARD PRODUCTS, INC., Memphis, Tonns: 
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STUDY MANAGEMENT PROBLEMS AT FIRST KENTUCKY CLINIC 


SEEN ABOVE with “Professor” Art Hood are 27 of the 
30 Kentucky building material dealers who attended the 
three-day management clinic sponsored by the Kentucky 
Retail Lumber Dealers Assn. at the Hotel Kentucky in 
Louisville in April. Three of the “students”—all of whom 
were owners or executive personnel of retail building 
material firms—were not present for the picture. These 
men were William Edmiston, Danville: Sam Levy, Louis- 
ville, and Clyde Ruby, Madisonville. 

The men in the picture include, seated from left: H. R. 
Miles and T. W. Yunt, Louisville; S. J. Yeary, Nicholas- 
ville; J. L. Flegle, Bardwell; J. M. Franklin, Lexington; 
Louis E. Moore Jr., Newport; Tudor Jones Jr., Mayfield: 


H. E. Arterburn, Horse Cave; Ben Eubank Jr., Lexing- 
ton; Wadsworth Jones, Millersburg: Emmett Williams, 
Lawrenceburg; Gilbert Sullivan, Lexington; Clyde Gib- 
son, Pineville, and Lee Land Hanks, Lexington. 

Standing, from left: Moderator Hood, of Chicago; Don 
Campbell, Lebanon; W. C. Hale, Hickman; Albert Kit- 
tinger, Owensboro; J. Ray Jenkins, Elizabethtown; W. C. 
Pauley, Pikeville: E. T. Oldham, Georgetown; Rumsey 
Taylor, Princeton; John I. Pettus, Springfield; R. E. Mc- 
Connell, Paris; W. W. Henderson, Hopkinsville; H. L. 
Shannon, Henderson; Kenneth Lawson, Baxter, and Leon 
Searles, Paducah. 

A second Kentucky clinic is under consideration. 





Meet in St. Petersburg 


The 1955 convention of the Florida 
Lumber and Millwork Assn. will be 
held at the Soreno Hotel in St. 
Petersburg, the meeting committee 
decided last month. The Florida 
dealers will convene at the resort 
hotel on April 21 and 23. 


Cement Assn. Expands 


To improve its service, the Port- 
land Cement Assn. has opened two 
new district offices, in Orlando, Fla., 
and in New Orleans, La. 

James E. Dunn, former Washing- 
ton, D. C., manager, heads the Or- 
lando office. D. L. Chaney replaced 
him in Washington. 

Andrew J. Spradlin took charge of 
association offices in New Orleans, 
after serving as a field engineer in 
southern Louisiana. 


Moore Is New President 
of Longview Lime Firm 


Malone Moore is the new president 
of the Longview Lime Corp. He 
joined the company 14 years ago and 
rose to vice-president and treasurer. 

Warren Lewis, who had served 
Longview 21 years, requested to be 
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relieved of his duties as president. 
He remains a stockholder, director, 
and assistant chairman. 

Robert Weatherly, formierly with 
the Monsanto Chemical Co., has 
joined Longview to work in sales 
organization and promotional activi- 
ties. 

Robert D. Rae, with the firm in 
sales for 15 years, has been brought 
from Mobile into the Birmingham, 
Ala., home office. He now is active 
in the over-all sales program. 

Mrs. Virginia A. Brewer, who is 
chairman of the board and secretary 
of Longview, announced the major 
personnel changes. 


Russell Jr. Heads One-Der 


The One-Der Frame Corp., Bir- 
mingham, Ala., has promoted S. E. 
Russell Jr. to the presidency, suc- 
ceeding his father. 

L. O. MecKeehan Jr., who has 
served as vice-president and general 
manager, is executive vice-presi- 
dent. 

M. R. Christian was re-elected 
vice-president and chief engineer. 

The One-Der Frame Corp. has 
grown in five years from a small 
organization marketing a few steel 
window frames to one of 124 people. 
It distributes a complete line of win- 
dow and door products to hundreds 
of dealers throughout the United 
States and Canada. 


“Oscars” for WPA Film 


The Western Pine Association’s 
full-color 16 mm. documentary film, 
“The Bounty of the Forest,” received 
“Oscars” recently at two of the na- 
tion’s top film festivals. The 28- 
minute film tells the story of wood 
from the growing tree through its 
end uses. During recent competitive 
festivals, it received “Award of 
Merit” honors from the Film Council 
of Greater Boston and the Film 
Council of Greater Columbus, Ohio. 

Lumber dealers wishing to show 
the movie may obtain a print free 
on loan, except for one-way postage, 
by writing the Western Pine Asso- 
ciation, Yeon Building, Portland 4, 
Oregon. 


Thorn Firm Expands 


The J. S. Thorn Co., maker of 
aluminum and steel windows, has 
moved into a one-story plant in 
northeast Philadelphia. The move 
brings five acres of manufacturing 
space under one roof, with an addi- 
tional 12 acres in reserve for future 
expansion. 

The Thorn organization also an- 
nounced the appointment of Bob 
Olson as sales manager. Previously, 
Olson was sales manager for the 
window division of the Reynolds 
Metals Co. 


SOUTHERN BUILDING SUPPLIES for AUGUST, 1954 





Decorator Program Wins 


The “Week-End Decorator” pro- 
gram of the Archer-Daniels-Midland 
Co., Minneapolis, Minn., took top 
honors in its classification in the re- 
cent advertising competition of the 
National Industrial Advertisers Assn. 

Runners-up in the classification 
concerned with “creating good-will 
for a company and its salesmen and 
distributors” were the General Elec- 
tric Co. and the Warner and Swasey 
Co. 


New Mule-Hide Salesmen 


The Lehon Co., Chicago manufac- 
turers of Mule-Hide roofing products, 
recently added five new men to the 
sales staff. 

Those in the South and Southwest 
are William Y. Webb, who moved to 
the Georgia territory in Atlanta, 
after a training period in Memphis; 
John W. Martin, Cape Girardeau, 
Mo., who served six years with In- 
sulite, and Harold E. Ritterbusch, 
Quincy, Ill., who will cover the 
northern part of Missouri. 


Snyder Heads Atlanta 
Producers Council 


RUSSELL F. SNYDER, above, is the 
new president of the Atlanta chapter 
of the Producers Council, national 
organization of building material 
manufacturers. He is sales promo- 
tion manager in the Southeast for 
the Libbey-Owens-Ford Glass Co. 

Other new officers of the Atlanta 
unit are W. D. P. McDowell, Pitts- 
burgh Plate Glass Co., vice-presi- 
dent; Lake B. Crawford, Owens- 
Corning Fiberglas Corp., secretary; 
and A. L. Dent, Celotex Corp., treas- 
urer. 





PROFITABLE! 


ORANGEBURG 


ROOT-PROOF PIPE 


Profitable for you and for your customers too! 


You, the merchant, profit by its constant demand — its quick turn- 
over. The plumber, builder, the one who installs Orangeburg, profits 
by the speed and ease of laying it. The home owner profits by its 
reasonable price, also by the economy of installing it — and by getting 
a dependable high quality pipe line. 


With ees the original bituminous pipe, you build soundly, 
profitably for immediate and future business. 


“There’s no substitute for Orangeburg.” 


Its many advantages—Long light 8-foot lengths—save 
time and money in handling. Taperweld water-tight joints 
are made “‘in a jiffy” with a few hammer taps. Orange- 
burg’s exclusive fittings further simplify installings. 


Its non-metallic material resists acids and alkalies — 
holds up under temperature changes, normal traffic and 
earth tensions — makes a durable pipe line. 
Orangeburg Root-Proof Pipe is for sewer lines from house to street main or 
septic tank, drain lines from downspouts, storm drains, all non-pressure uses. 
* @ * 
Orangeburg Perforated Pipe is for septic tank disposal fields, 
foundation drains—draining wet spots in lawns, fields, 
barnyards, service stations. 


BE SURE TO GET GENUINE ORANGEBURG. 
LOOK FOR THE TRADE MARK ON THE PIPE. 





' 1 
Order Orangeburg the 4 BEND WYE Ye BEN 


Pioneer and Leader from 
your Wholesaler today. 
Send to Dept. SB84 for 
Orangeburg’s Free Signs 
and Sales Aids. 

















ORANGEBURG MANUFACTURING CO., INC. ¢ Orangeburg, New York 


West Coast Plant — Newark, California 
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Gans and Kaufman in 
New Reynolds Positions 


WALTER J. GANS JR., above, Wil- 
liam E. Kaufman, and William B. 
Caldwell Jr. figure in a series of 
personnel changes recently announ- 
ced by the Reynolds Metals Co. 

Gans is now regional sales promo- 
tion manager in the South, with 
headquarters in Atlanta. He will co- 
ordinate the advertising and sales 
promotion of Reynolds building 
products in 17 Southeastern and 
Southwestern states. He is a native 
of Richmond, Va., and a graduate of 
the University of Richmond and the 
Harvard Graduate School of business 
administration. A World War II and 
Korean Marine veteran, Gans has 
served in the Toledo sales office and 
Louisville headquarters for Rey- 
nolds, 


Kaufman, above, is the new dis- 
trict sales manager for Reynolds in 
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Texas and Oklahoma. His head- 
quarters are in Dallas. He represent- 
ed the Reynolds building products 
division in the Houston area for five 
years. 

Kaufman is a native of Columbus, 
Ohio, a graduate of Ohio State Uni- 
versity, and a World War II Air 
Force veteran. 

Bill Caldwell has been transferred 
by Reynolds from Birmingham to 
Atlanta as the industrial building 
products sales representative in 
Georgia and the Carolinas. He has 
been with Reynolds since 1946 in 


Louisville, Columbia, and Birming- 
ham. A native of Fredericksburg, he 
attended the University of Virginia 
and served in World War II as a 
Marine. 

J. Louis Reynolds, manufacturing 
vice-president of Reynolds Metals, 
has announced a $2,585,000 medern- 
ization and expansion program by 
the company at Sheffield, Ala. It in- 
volves aluminum sheet mill facili- 
ties, and will include installation of 
eight melting and holding furnaces 
and erection of new buildings to 
house them. 


“~manutacturers NEWS 


COSHOCTON, OHIO: New ad- 
vertising and sales promotion man- 
ager for General Electric's laminated 
and insulating products department 
is Frank N. Kautzmann Jr. Previous- 
ly he held that position for the 
kitchen and builder program of the 
Crosley division of the Avco Manu- 
facturing Co. 


NEW CASTLE, PA.: The Univer- 
sal-Rundle Corp. recently announced 
a program to decentralize sales de- 
partment operations and to carry 
complete stocks of plumbing and 
kitchen equipment in the seven 
warehouses. George F. Steck heads 
the St. Louis, Mo., branch; D. W. 
Erie, the Atlanta, Ga., branch, and 
F. A. Glenn, the Dallas, Tex., branch. 


BERRIEN SPRINGS, MICH.: Vin- 
cent E. Sheridan has been appointed 
sales manager of the Norton Door 
Closer Co. division of the Yale and 
Towne Manufacturing Co. He joined 
Yale and Towne in 1925 as a stock 
clerk. 


ATLANTA, GA.: Alex C. Kelley 
has been made manager of the fab- 
ricating division of the Atlantic Steel 
Co. He will direct sales of fabricated 
reinforcing bars, welded wire mesh, 
and construction accessories. 


EUFAULA, ALA.: The Walled 
Lake Door Co. has expanded its fa- 
cilities with the erection of a new 
building, partly constructed by the 
Eufaula High School football players. 
The firm’s flush doors are shipped to 
all parts of the country. 


NEW YORK, N. Y.: Edward H. 
Weitzen has joined the American 
Machine and Foundry Co. as vice- 
president in charge of marketing. 
Formerly he was vice-president of 
the Bulova Watch Co., Inc., and 
president and director of Bulova Re- 
search and Development Labora- 
tories, Inc. 

MEMPHIS, TENN.: Raymond C. 
Jones has been named district sales 
manager for DeWalt, Inc. He will 
merchandise DeWalt saws in Ar- 


kansas, Tennessee, and parts of Ken- 
tucky, Mississippi, Missouri, and 
Illinois. 


ATHENS, TEX.: H. B. Sampson, 
chairman of the board, and W. H. 
Carroll, president, head the newly- 
formed corporation, the Athens Brick 
Co. G. H. Carroll assists W. H. Carroll 
in managing the firm; Forrest L. 
Robbins, C. H. McCrary, and H. 
Grady Harrison are vice-presidents, 
and Mrs. Chrystelle Humble is sec- 
retary-treasurer. 


NEW YORK, N. Y.: The sales en- 
gineering and contracting firm for- 
merly known as Huntley and Kretz- 
mer is now the Albermar Co. The 
firm also has offices in Cleveland and 
Pittsburgh, where it was known as 
Herbert S. Swift, and in Chicago, 
represented by George B. Clarkson. 
The company distributes Alberine 
stone. 


ASHEVILLE, N. C.: The Alumi- 
num Door and Window Corp. of 
America has been granted a charter, 
with capital stock authorized at $50,- 
000. 


ATLANTA, GA.: Jack S. Parker 
has been elected vice-president and 
technical director of the Thomas 
Paint Co., makers of rubber interior 
paints, textured wall finishes, joint 
and topping cements, exterior primer 
and resin paints, and plastic sealers. 
The company observed its first anni- 
versary in March. 


KANSAS CITY, MO.: Elmer A. 
Mills has been named factory sales 
representative for Chambers of In- 
dianapolis, Inc., makers of gas ranges. 
Mills’ territory includes western Mis- 
souri, Kansas, Iowa, and Nebraska. 


TAMPA, FLA.: New sale repre- 
sentatives of the Ruberoid Co. in the 
Tampa Bay area are Donald R. Ma- 
son, Jr. and William L. Rabey. They 
will serve distributors of asphalt 
and asbestos building materials south 
to Naples and inland through Polk 
county and through the Lake Okee- 
chobee ridge section. Mason, 30, is 
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a graduate of Dartmouth College and 
a World War II Army veteran. He 
was salesman for the Dixie Asphalt 
Products Corp. for 15 years. Rabey, 
41, is a graduate of the University of 
Tampa and a World War II Army 
veteran. His wife is dean of girls at 
Plant High School in Tampa. 


WAUKESHA, WIS.: The manage- 
ment of Crittall, Inc., has re-acquired 
the minority stock holdings which 
have been held for many years by 
Crittall Manufacturing Co., Ltd., of 
London, Eng. The name has been 
changed to Federal Windows, Inc. 
The firm’s steel windows and doors 
will be marketed under the “Feder- 
al” trade-name. 


NEW CANAAN, CONN.: John D. 
Ahlstrom has been named to head 
a newly-formed market analysis de- 
partment for the New York Wire 
Cloth Co. Formerly he was with the 
Multi-Strand and Durall screen divi- 
sions. 


NEW YORK, N. Y.: Edward D. De- 
pew, assistant secretary of the Uni- 
versal Atlas Cement Co., has been 
elected secretary and appointed gen- 
eral attorney. He joined the firm in 
1947 as attorney specializing in labor 
matters. 


ATHENS, GA.: The Strother Lum- 
ber Co. is one of four firms in 
Georgia that donated a complete 
carload of lumber to the American- 
Korean Foundation’s “Help Korea 
Train.” The Reynolds Brothers Lum- 
ber Co., Albany, Ga., also donated a 
carload. 


GOLD ROCK, N. C.: The H. M. 
Walker Lumber Co. has installed 
facilities for debarking whole logs 
at a time. It is recovering from half 
to three-fourths of a cord of chip- 
pable waste from every thousand 
feet of logs. 


GARDINER, WASH.: The Gardi- 
ner Lumber Co., producer here and 
at Reedsport of lumber and plywood, 
has been merged with its parent 
firm, the Long-Bell Lumber Co. It 
will operate as the Gardiner Divi- 
sion of Long-Bell, with A. J. Myers 
continuing as general manager. 


EL PASO, TEX.: Harvey P. Mar- 
tin has been made district sales 
representative for Republic Steel 
Kitchens in the areas around El 
Paso, San Antonio, and Amarillo, 
Tex.; Salt Lake City, Utah, and Den- 
ver, Col. Formerly he was general 
manager of one of the largest retail 
firms selling kitchen cabinets in the 
Northwest. 


WASHINGTON, D. C.: Gerald F. 
Prange has been appointed assistant 
to Richard G. Kimbell, vice-presi- 
dent of technical services for the 
National Lumber Manufacturers 
Assn. A wood technologist, Prange 
has been a member of NLMA’s 
technical and standards department 
since January, 1953. 





SPACEMASTER 


—_—— eee SF 











Make extra sales with 








the ‘‘do-it-yourself’’ 
folding door! 





Check a/l/ the sales-making 
reasons your customers go for this 
quality folding door. 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 

















Here’s why: 


it’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


It’s easy to install...takes about fifteen minutes...needs no special tools. 


It’s easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 
It saves space...no area lost to door swing. 


Fits almost any standard opening... three heights; 6’ 6”, 6’ 842” and 8’ 0”, 
Three maximum widths; 2’ 6’, 3’ 0” and 4’ 0”. Doors can be used as 


pairs. 
It's a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold doors. 


Get full details from your Modernfold distributor—or mail coupon, 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana « Montreal 6, Canada 


SPALEMASTER 


ES 
New Castle Products, Inc. foldi g doors 
P.O. Box 993 , New Castle, Indiana / 


Gentlemen: Give me full information on Spacemaster doors. 
me 3 id] 


COP. 194 NEW CASTLE 
PRODUCTS, INC 
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MANUFACTURERS’ REPRESENTATIVE— 
Sales Link between Factory and Distributors 





J. W. George, left, 
merchandising and 
sales promotion man- 
ager of the Chapman 
Chemical Co., Mem- 
phis, Tenn., goes over 
an increasing report of 
Chapman wood-pre- 
servative sales with 
George Doyle Jr. The 
latter is manufactur- 
ers’ agent for Chap- 
man and other pro- 
ducers in the South- 
east. 


Doyle Finds That Methodical Calls Pay Off 


AS SALES AGENT for the Chapman 
Chemical Co., Ferum Co., Atlantic 
Screw Works, Inc., and other manu- 
facturers, George H. Doyle Jr.— 
operating as the Doyle Co.—stays 
constantly on the go in the Caro- 
linas, Alabama, Tennessee, Florida, 
and Georgia. His headquarters are 
at his home 595 East Paces Ferry 
Road, N. E., in Atlanta, Ga. 

For Chapman, Doyle sells penta 
wood preservatives to wholesale 
hardware and building material dis- 
tributors in the territory. 

He similarly moves wood screws 
and stove bolts for the Atlantic 
Screw Works of Hartford, Conn., 
and shelf hardware for the Ferum 
Co. of New York City. 

A native of Norfolk, Va., Doyle 
attended the University of Georgia, 


Marsh Business College in Atlanta, 
and various sales training schools. 
He has had 18 years of sales and 
administrative experience. He served 
as junior executive officer in the 
U. S. Maritime Service during the 
second World War. 

Doyle estimates that he holds an 
average of 25 distributor sales meet- 
ings for his clients each year and 
does some work among dealers with 
distributor salesmen. 

He declares that methodical calls 
and persistent efforts are what pay 
off for factory sales agents—just as 
much as they do for the salesmen of 
retailers and wholesalers. 

His hobbies are photography, writ- 
ing, water sports, and church parti- 
cipation. He and Mrs. Doyle have 
two boys and two girls. 





Smith Heads Oklahoma 
District for ‘Gold Bond’ 


The National Gypsum Co., Buffalo, 
N. Y., has just established a new 
sales division with headquarters in 
Chicago to accommodate its expand- 
ing production and sales activity, 
Jay P. Nicely, formerly general 
commodity manager, is in charge of 
this Midwest division. It includes 
four sales districts with headquarters 
in Milwaukee, St. Louis, Minnea- 
polis, and Chicago. 

Promotions within the company’s 
sales organization include: John C. 
Calhoun to manager of the newly- 
created Milwaukee district; Wayman 
W. Smith to manager of the newly- 
created Oklahoma district; and Wil- 
liam E. Wright to manager of the 
Chicago district. 
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With headquarters in Oklahoma 
City, the Oklahoma district includes 
Oklahoma, the Texas panhandle, and 
Arkansas. 

“This represents an effort to in- 
tensify our marketing of this year’s 
increased production,” Chairman 
Melvin H. Baker said in explaining 
the realignment. “Our sales now are 
2 per cent ahead of 1953’s total of 
nearly $117,000,000. We are counting 
on the new division to help us meet 
this year’s tighter competition and 
offer a better service to the growing 
number of customers in the Mid- 
west.” 

The National Gypsum Co. manu- 
factures under the Gold Bond 
trade-mark a variety of building 
materials. These include gypsum 
wallboard, gypsum and metal lath, 
plaster, lime, asbestos products, paint, 
rock-wool, acoustical materials, and 
insulation board. 


Georgia-Pacific Buys 
Oregon Timber Properties 


The Georgia-Pacific Plywood Co. 
has purchased valuable old-growth 
timber stands in Oregon adjacent 
to its large timber operation, in a 
deal involving more than $12,000,000, 
Owen R. Cheatham, Georgia-Pacific 
president, announced. His firm ac- 
quired all the stock of Inman-Poul- 
sen Lumber Co., Western Logging 
Co., and Saginaw Timber Company, 
all of Portland, and what is known 
as the Grand Rapids timber tract. 

The timber was obtained at attrac- 
tive prices, Cheatham explained, 
because the company bought all the 
stock of the timber companies, which 
allowed liquidation of $6,000,000 
current assets, including cash, gov- 
ernment bonds, and liquid assets 
other than timber and lands. As a 
result, Georgia-Pacific ended up with 
only approximately $6,000,000 in- 
vested in the timber and timberland. 

“This gave us the timber, plus 
timberlands, roads and _ logging 
equipment, at a price of about $16 
per thousand board feet of old- 
growth timber,” the president point- 
ed out, “as compared with similar 
timber selling in the open market 
from $25 to $50 per thousand feet.” 


Johns-Manville Ups 
Graham, Smith, Barrett 


Retirement of R. T. McManeus 
after 40 years of service with Johns- 
Manville on August 1 promoted 
Charles E. Graham to the position 
of senior building products salesman 
in the Carolina territory. 

Atlanta District Manager George 
Petters announced a series of per- 
sonnel changes upon the retirement 
of McManeus from the Carolina 
senior sales post. Graham, who is 
president of the Carolina Lumber 
and Materia! Salesmen’s Exchange, 
had served as salesman in the Ra- 
leigh area. He joined Johns-Manville 
in 1934. 

W. T. (Bill) Smith was transferred 
to Raleigh from Macon, where he 
was senior salesman. He has been 
with the firm since 1949. 

T. Marshall Barrett, with the com- 
pany since 1941, succeeded Smith in 
the Macon post. He has been junior 
salesman in the Birmingham area. 

Barrett’s successor in Birmingham 
is James C. Adams. He left the 
Christian Roofing Co. in Athens to 
join the manufacturer in May for 
sales training in the Atlanta office. 
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Store Prescription 
(Continued from page 26) 


include a line of sporting goods, 
consisting of a few guns, ammuni- 
tion, tackle and fishing rods, in 
accordance with the recreational 
demands of their community. 

The size of the store will, of 
course, control the display area. 
The ideal store is 35 to 50 feet wide, 
and 65 to 75 feet deep — or the 
reverse of these dimensions. If the 
wider store is used, it is better to 
limit your plate-glass front to not 
over two-thirds of the total front- 
age. This will leave more wall dis- 
play space in your store interior. 

The merchandising trend today 
is definitely to open display. In the 
majority of cases, this necessitates 
a complete or partial remodeling 
and renovating program. But the 
cost is not too great and the re- 
turns are two-fold. 

Give your customer a self-serv- 
ice display break, and you’ll keep 
his business! 


Dukes Heads SWLA; 
Regional Meets Planned 


B. A. Dukes, of Laurens, S. C., 
recently was elected by mail to 
succeed H. L. DeMuth, of Jackson- 
ville, as president of the Southern 
Wholesale Lumber Assn. Other new 
officers are A. D. Burdette, Meridian, 
Miss., first vice-president; Philip E. 
Frankford, Franklin, Va., second 
vice-president; and Virgil E. Porter, 
Newton, Miss., treasurer. 

Robert F. Darrah, of Livingston, 
Miss., who continues as full-time 
secretary-manager, announced that 
the association membership voted 
almost unanimously to hold regional 
meetings this year instead of an 
annual organization convention. 

This resulted in the mail election 
of the above officers and these new 
directors: C. D. DePew Jr., St. 
Louis, Mo.; W. B. Hart, Shreveport, 
La.; George H. Roberts, Charlotte, 
N. C.; A. Fletcher Marsh, Chicago, 
Ill.; King C. Tolles, Rock Hill, S. C., 
and John A. Thames, Birmingham. 

At its June 8 meeting the SWLA 
board of directors elected Past- 
President DeMuth, Vice-President 
Burdette, and Directors Joe Virge- 


the Amazing New 
PER-Fi7z.. SLIDER 


-e-fS the easiest aluminum window to 
sell because it has more wanted fea- 
tures and costs even less than wood! 


@ Beautiful etched satin finish — 
dip lacquered. @ Extruded alum- 
inum interior trim and return. © 
Screw-lock smooth, mitred frame corners fac 
tory sealed. Rack-free rigidity. Close fitted 
joints — wind, water and dust tight forever 
Factory located hardware assures perfect fit 
@ All frames 
have continuous perimeter installation fins 


of storm sash and screens. 


@ Semi-pneumatic Ventiseal weather strip 
ping inside jambs. The most advanced 
weathering system, plus a sash cushion 
@ Continuous zinc weathering strip in frame 
head; smooth operation and full length 
weather seal. @ Rubbing block on zinc 
weather strip in head assures perfect closure 
and seal of meeting rails. @ Weep holes in 
sill frame protected from weather by continu 
ous beaded flange which is an integral part 
of the removable cover plate. @ Al/ weath 


ering is built into the window frame where it 
belongs; out of harm’s way and thoroughly 
protected by the frame. @ Screw-lock mitred 
sash corners permit easy job re-glazing. Life- 
time Venti-seal glazing. @ Sash siderails have 
two-point contact with semi-pneumatic jamb 
weather strip for double weather protection. 
@ Nylon pressure buttons in sash head rail, 
actuated by stainless steel springs, eliminate 
wind rattles in any sash position; constantly 
push sash firmly against the zinc weather 
lumi zinc contact 





strip. Nylon-al 
provides natural lubrication for permanent, 
easy, finger-tip operation. @ Forged and 
machined cam action lock forces sash against 
the semi-pneumatic weather seal in side 
jambs; seals meeting-rails air-tight, dust- 
tight; maximum weather seal. @ No sharp, 
easily damaged weather strip exposed when 
sash is out; no home-owner injury hazard. 
@ Write for descriptive literature. 


. .. That’s only a small part of the story. If you are looking for a better 
window line write today for the complete PER-FIT story—learn about 
the famous PER-FIT and BEST-VENT double hungs—learn how you can 
compete not only with other aluminum windows but with wood windows 


too—at full mark-up. 


PER-FIT DOUBLE HUNG © BEST-VENT DOUBLE HUNG « 
PER-FIT SLIDER © PER-FIT GLASS BLOCK WINDOW 


PER-FIT PRODUCTS 
CORPORATION 


1206 EAST S2nd STREET, INDIANAPOLIS, INDIANA 


Aluminum Windows | 


son Jr., of Columbia, S. C., and S. W. 
Bowen, of Shreveport, to serve on 
the executive committee. 

Several general freight officials of 
lines serving the South were lunch- 
eon guests of the wholesaler board. 
Lengthy discussion of the need and 
prospects for a reduction in lumber 
freight rates pointed to some action. 





Finest 





Y World’s 
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SLIDING WINDOW. Glidemaster, an 
aluminum horizontal! sliding window 
unit, features a silicone weather seal 
at interlocking meeting rail and 
wider integral self-aligning flanges. 
The bolt-lock is tamper-proof and 
lies flush to the trim. Write the Whiz- 
zer Products Co., Dept. SBS, Pontiac, 
Mich, 

Or circle P235 on coupon, page 74. 


LOW-COST DELUXE RANGE. A 
new Dixie budget-priced gas range 
features an oversize oven large 
enough to bake two 25-pound tur- 
keys at once. It is finished in porce- 
lain enamel throughout, has an elec- 
tric clock and timer, dual electric 
appliance outlets, and continuous 
unit-type grates. Write Dixie Prod- 
ucts, Inc., Dept. SBS, Cleveland, 
Tenn. 

Or circle P236 on coupon, page 74. 


NEW TILE COLORS. The Tilemaster 
line of plastic tile now includes new 
colors that permit drastic contrasts 
in color schemes. These neutral 
colors include sunset, bisque, char- 
coal, charcoal marble, cork, and cork 
marble. Write the Tilemaster Corp., 
Dept. SBS, 1415-21 West Diversey 
Parkway, Chicago, III. 

Or circle P237 on coupon, page 74. 


FOLDING DOOR. The Fol-Bak is a 
new low-cost fabric-covered folding 
door, made in a choice of colors. 
Prices begin at $19.95. Non-rigid con- 
struction permits a lot of rough treat- 
ment. Recommended for closet and 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 74 
after circling the product 
number shown with item. 


jhunches 











wardrobe use, Fol-Bak comes in 
three sizes. Write Holcomb and Hoke 
Manufacturing Co., Dept. SBS, In- 
dianapolis, Ind. 

Or circle P238 on coupon, page 74. 


VINYL FLOORING. KenFlor vinyl 
flooring is now available by the yard. 
It comes in 12 colors in rolls of 27”, 
45”, and 54” wide. It is used on floors, 
counter and sink tops, and wainscot- 
ing. Write Kentile, Inc., Dept. SBS, 
58 Second Avenue, Brooklyn 15, 
| Ree 7 

Or circle P239 on coupon, page 74. 


COOLER HOMES. The Weather- 
Aire is a new residential cooling unit 
said to cut electric power require- 
ments as much as 25 per cent. It uses 
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suction cooling with refrigerant 
vapor for the motor compartment, 
lowering horsepower requirements. 
Write the Richmond Radiator Co., 
Dept. SBS, Metuchen, N. J. 

Or circle P240 on coupon, page 74. 


TRASH BURNERS. Alsto outdoor 
trash burners, made in_ several 
models for various needs, are made 
with a new process of bonding mol- 
ten aluminum to steel for rust- 
resistant performance under all cli- 
mate conditions. Improved draft con- 
trol and grates permit faster burning 
of damp, green, or dry refuse. Write 
the Alsto Co., 4007 Detroit Avenue, 
Cleveland, Ohio. 

Or circle P241 on coupon, page 74. 
PACKAGED DOWELS. A new sales 
kit and display unit holds 296 wood 
dowels of six practical sizes in only 
1 square foot of floor space. The 
dowels come in 3-foot lengths in 
sizes of 4%", %”, 4%”, %”, %” and 1”. 
Write Cleveland Dowel Pin Co., 
Dept. SBS, 12703 Triskett Road, 
Cleveland 11, Ohio. 

Or circle P242 on coupon, page 74. 
COLORED CAULK. Miracle Tub- 
Caulk, long popular in white, now is 
made in sky blue, jade green, coral 
pink, and sun tan. The colors harmon- 
ize with bathtubs and fixtures. The 
caulk dries within an hour, doesn’t 
shrink or crumble. Write Miracle 
Adhesives Corp., 214 East 53rd 
Street, New York 22, N. Y. 

Or circle P243 on coupon, page 74. 


MASONRY ALIGNMENT. A new 25- 
cent device is said to enable masons 
—or home-owners—to lay brick and 
similar products in complete align- 
ment. Called the Mason’s Twig, it is 
a 4’-long steel piece, tapered at the 
end that clips onto a stretched line. 
The Twig acts as a guide for courses. 
Write Mason’s Twig Sales Co., Dept. 
SBS, 1629 Dierks Building, Kansas 
City 6, Mo. 

Or circle P244 on coupon, page 74. 
SAFETY TREADS. Wooster metal 
safety stair treads provide an easy, 
economical method of repairing worn 
steps as well as preserving new 
treads. This Stairmaster tread is 
made with a permanent extruded 
lightweight aluminum alloy base in a 
standard 9” depth, furnished in any 
length. Write Wooster Products, Inc., 
Dept. SBS, Wooster, Ohio. 

Or circle P245 on coupon, page 74. 


SMALL MORTAR MIXER. Designed 
for the small mason contractor or 
plasterer, the new Muller mortar 
mixer has a capacity of two cubic 
feet and sells for about $180. It is 
built along the same lines, and mixes 
as efficiently, as larger Muller mixers. 
Weighing 195 pounds, it can be car- 


New items dealers may find 


profitable to sell — or use 


ried to almost any location. Write 
the Muller Machinery Co., Inc., Me- 
tuchen, N. J. 

Or circle P246 on coupon, page 74. 
WATER SOFTENERS. Rapidayton 
has announced a new line of semi- 
automatic water softeners, incorpo- 
rating an electrically-operated valve 
that requires no flow adjustment. 
Made in four sizes, the softener fea- 
tures a clock and switch that actuate 
the valve, a hot-dip galvanized steel 
tank, and white enamel finish. Write 
the Dayton Pump and Manufactur- 
ing Co., 500 N. Webster Street, Day- 
ton 1, Ohio. 

Or circle P247 on coupon, page 74. 
“SEE THRU” CABINET. New Gen- 
eral Industrial cabinets for small 
parts feature clear, lifetime-guaran- 
teed plastic spillproof drawers in a 
welded steel cabinet. The cabinets 
have a silver-gray hammer finish 
and are equipped with rubber feet, 
adjustable drawer dividers, and 
identification labels. Write the Gen- 
eral Industrial Co., 5738 N. Elston 
Avenue, Chicago 30, III. 

Or circle P248 on coupon, page 74. 
LONG-WEARING VARNISH. Varna- 
Plate is for all wood surfaces ex- 
posed to hard wear, weather, abra- 
sion, or scratching. Non-toxic, non- 
flammable, and impervious to sun- 
light, the new varnish does not flake, 
chip, check, or peel. Write the Spear- 
head Boiler Plug and Specialty Co., 
Dept. SBS, 704 Woodland Avenue, 
Cleveland 15, Ohio. 

Or circle P249 on coupon, page 74. 
HAMMER TACKER. The Arrow 
automatic HT-50 hammer tacker is 
used exactly like a hammer. With 
every swing, the user drives a staple 
where it is aimed, without effort 
or waste of staples. Write the Arrow 
Fastener Co., Inc., Dept. SBS, 1 
Junius, Brooklyn 12, N. Y. 

Or circle P250 on coupon, page 74. 


PULPWOOD LOADERS. Hyster has 
introduced two new pulpwood load- 
ers for lift trucks, with increased 
reach and greater load capacity. The 
larger model also features a hy- 
draulic-power-operated trip mechan- 
ism with safety lock. The loaders are 
readily adaptable to other jobs. Write 
the Hyster Co., Dept. SBS, 2902 N. E. 
Clackamas Street, Portland, Ore. 

Or circle P251 on coupon, page 74. 


PIPE-FITTING INSULATION. The 
newest product in the Fiberglas ih- 
dustrial line is a molded pipe-fitting 
insulation. The fiber-glass preformed 
halves are stapled, wired, or taped 
together for permanent or removable 
attachment. They are made in sizes 
to fit American Standard cast-iron 
screwed ells, tees, and 45’s for pipe 
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sizes from %” to 8”, and Standard 
butt-welded, long-radius ells and 
45’s for pipes from 2” to 8”. Write 
the Owens-Corning Fiberglas Corp., 
Dept. SBS, Toledo 1, Ohio. 

Or circle P252 on coupon, page 74. 


STEEL AREAWALL. “Brite-Life 
Corrugated” is a new areawall made 
of heavy-gauge steel, galvanized 
with Brite-Lite finish that requires 
no maintenance. It is made in both 
round and straight types. Write 
Brainard Steel Division, Sharon 
Steel Corp., Dept. SBS, Warren, 
Ohio. 

Or circle P253 on coupon, page 74. 


BLIND FASTENER. Neo-Grip is a 
new blind expansion fastener de- 
signed to secure objects to practically 
all building materials without tear- 
ing or shattering them. Neo-Grip is 
ideal where there is access from only 
one side of the material. Write Star 
Expansion Bolt, Inc., Dept. SBS, 147 
Cedar Street, New York, N. Y. 

Or circle P254 on coupon, page 74. 


FOLDING DOOR KIT. The Magic- 
fold Do-It-Yourself folding door fea- 
tures a vinyl cover that is heat- 
sealed horizontally every 4%” to 
form elongated pockets, Pre-cut %” 
hardboard slats slide snugly into 
these pockets making a solid core 
folding door. Write Closures, Inc., 
Dept. SBS, 533 East Forest, Detroit, 
Mich. 

Or circle P255 on coupon, page 74. 


PUSH BUTTON. The new Trine 
model 25700 push button is long and 
narrow to blend with contemporary 
or period style front-door hardware. 
It measures 2%” long and %” wide. 
Plates are of stamped solid brass 
with black plastic buttons, and but- 
ton mounting is of polished brass, 
sprayed brass, old iron, or polished 
chrome. Write the Trine Manufactur- 
ing Corp., New York 61, N. Y. 

Or circle P256 on coupon, page 74. 


QUICK SOLDERING. Solder-Quick 
is a new soldering machine, operated 
on a regular 110-volt AC line through 
a rugged step-down transformer. It 
is safe and reliable for home work- 
shops. A choice of six soldering heats 
gives maximum efficiency for any 
job. Write the Stark Manufacturing 
Co., Dept. SBS, P. O. Box 489, Tus- 
caloosa, Ala. 

Or circle P257 on coupon, page 74. 


ALUMINUM RAILS. Decorail is a 
new aluminum porch rail, assembled 
by the home-owner or mechanic 
from such individual parts as spin- 
dles, post, flanges, caps, and scrolls. 
Competitively priced. Write St. 
Louis Industries, Dept. SBS, 8113 
Rosalie Avenue, St. Louis, Mo. 

Or circle P258 on coupon, page 74. 


DISPENSES GLUE. The Glu-Bird is 
a refillable plastic squeeze bottle with 
a bird-bill spout that applies and 
spreads glue without a drop touching 
the hands. It is made in a 4-ounce 
size for home and 6%-ounce size for 
commercial use. Also available is a 


half-gallon glue Tote Jug with a bail 
handle. It has a wide mouth for easy 
brush dipping and easy refilling. 
Write the Acorn Adhesives Co., Inc., 
Dept. SBS, 678 Clover Street, Los 
Angeles 31, Calif. 

Or circle P259 on coupon, page 74. 


MASONS’ LEVELS. Two new 48 
brass-bound masons’ wood levels em- 
ploy a new method of screwless bind 
ing. They have metallic-sealed vials 
that eliminate use of conventional 
glass-drawn tips. Available in ma 
hogany or sugar pine. Write the 
Columbian Vise and Manufacturing 
Co., Dept. SBS, Cleveland 4, Ohio. 


Or circle P260 on coupon, page 74. 


SHORT DRILL. The new Stanley 
No. 123 powerfully-built short drill 
is designed to get into tight spots. Its 
capacity is %" in steel and 1%” in 
wood, Spade handle can be removed 
for even shorter chuckline length. 
Write Stanley Electric Tools, Dept. 
SBS, New Britain, Conn. 

Or circle P261 on coupon, page 74. 


UTILITY SINK. The Federal utility 
sink is now made in two- and three- 
bowl models. They feature white 
porcelain enamel finish on heavy- 
gauge steel. Write the Federal 
Enameling and Stamping Co., Dept. 
SBS, Box 626, Pittsburgh 30, Pa. 
Or circle P262 on coupon, page 74. 








Thig could happen to YOU! 


Well... 


maybe you won't make quite this much on your initial 


order of COPPO, but you’d be surprised at the tremendous volume 
of business that many dealers have done with COPPO. COPPO is 
one of those products that doesn’t stay with you like a visiting 


relative—no sir—it’s merchandised to move. Some dealers even 


call COPPO “Green Gold.” Yes 


Sir, those satisfied customers just 


naturally come back again and again for more COPPO. 


Folks are really beginning to 


wake up to the fact that wood 


p : 
won’t last forever, but will last up to four times longer with a good 


COPPO treatment! If you aren't getting your share of the preserva- 
tive market, you better order COPPO and COPPO CLEAR from 
your jobber today. Both are profit packed in the finest merchandiser 


yet—the Up-Front-Salesmaker 


that lives up to its name! 


Sti Fat | 
MILDEW! TERMITE 
— ve in the attractive 
<7 Up-Front Salesmaker 


Display. 


All gallons packaged 


Also available 
in Coppo Clear. 


Write us for additional information and nearest jobber now! 


The Coppo Company, Inc. 


2342 South Lauderdale 
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PRE-FINISHED PANELING 


Amerwood is:a pre-finished wood 
paneling with the softer part of the 
wood metal blasted and wire-brush- 
ed out, leaving an etched effect. They 
are made by Amerwood, Dept. SBS, 
P. O. Box 391, Fort Worth, Tex. 

They are finished in tones of five 
colors — toast brown, sun-tint red, 
apple green, honey white, and smoky 
gray. 

The paneling is made from top- 
grade %” yellow pine with shiplap 
joint. It comes in lengths from 4 to 
16’ and in 6” and 8” widths. The 
surface is non-marring and main- 
tained with a minimum of upkeep. 

Write for P263. Use coupon below. 


STEEL SINK CABINET 


The 1954 Leader line of steel under- 
sink cabinets has been announced by 
the Richmond Metal Manufacturing 





Corp., Dept. SBS, 11200 Roosevelt 
Boulevard, Philadelphia, Pa., in addi- 
tion to its standard deluxe line. 

The cabinets are made in sizes of 
42”, 54”, and 66”. Outstanding design 
features include double-action spring 
hinges on doors; one-piece, rounded 
corner drawn door and drawer 
fronts; fully soundproofed, all radius 
construction, and fingertip operating 
brass slides on drawers. 

Inside utility shelves, towel racks, 
and soap baskets are standard equip- 
ment on all models. Cutlery com- 
partment drawers are standard on 
54” and 66” models. 

Write for P264. Use coupon below. 


WOOD WALL COVERING 


Decorative hardwood veneer, so plia- 
ble and limber that it can be wrapped 
around the head of a pencil, is avail- 
able as a wall covering. 

It is offered by the United States 
Plywood Corp., Dept. SBS, 55 West 
44th Street, New York 36, N. Y. 

Known as Randomwood, it is ap- 
plied to vast expanses of walls with- 
out nails, screws, or moldings usual- 
ly needed to cover joints. Even acute 
angles offer no application problem. 
Any good mechanic can apply it 
with glue. 

Randomwood consists of a thin 
veneer, 1/85” thick, laminated to a 
cotton backing. Sheets are 15” wide 


and 8 or 10’ long. Shadings and 
grains of the veneers vary from sheet 
to sheet to provide the striking ran- 
dom effect. 

This wall covering is offered in 
walnut, mahogany, mountain tulip, 
red gum, English oak, prima vera, 
red birch, and tigerwood. 

Write for P265. Use coupon below. 


GUARANTEED SHEATHING 


The Georgia-Pacific Plywood Co., 
Dept. SBS, Southern Finance Build- 
ing, Augusta, Ga. now offers a 
guarantee on its plywood sheathing 
to last the life of the house. 

This guarantee is made possible 





806 Peachtree St., N. E. 
Atlanta 5, Ga. 
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Pressure-creosoted products 
are a consistent money-maker 








IGH turnover rate and a minimum of rehandling make 
pressure-creosoted products a highly profitable item for 
Jesse Newsom. They accounted for 96% of his lumber sales 
last year, and he gives them credit for building up sales of 
related items like fence, roofing, staples, nails and the like. 
Mr. Newsom’s supply store, located on a busy highway, 
is one of the largest hardware and farm supply businesses in 
Washington County, Ga. The store carries a complete line of 
pressure-creosoted posts, poles and timbers at all times. 
The average individual sale of these products is about $75. 
Promotion and advertising has played a big part in build- 
ing sales of pressure-creosoted fence posts. Mr. Newsom him- 
self writes a column for the weekly newspaper in Sandersville, 
filling it with comments on local people and events and often 
showing and describing installations of pressure-creosoted 
products. 

Classified advertising keeps his customers informed on sizes 
and prices of pressure-creosoted products in stock. And copies 
of United States Steel’s “Fences that Pay” go out with 
Mr. Newsom’s statements several times a year. 





a 

JESSE NEWSOM hands one of his customers a copy 
of the folder ‘“‘Fences That Pay.” Part of his 
stock of pressure-creosoted posts can be seen in 
the rear. 


MR. NEWSOM and another customer inspect ap 
bunker silo made with pressure-creosoted posts 
and pressure-creosoted 2’’ by 6’ tongue-and- 
groove siding. 
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“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


WHERE WOOD IS USED IN FARM CONSTRUCTION, BE SURE IT’S PRESSURE-CREOSOTED 


SAVES YOU LABOR- Pressure creosoted posts and 
poles are straight, smooth, easy to set. And they're 
available in sizes of various lengths and dimensions so 
that, whether you want pressure-creosoted wood for 
fences, pole barns, corrals, or any other type of farm 
building, you'll find a size that fits your needs exactly 


SAVES YOU TIME —Pressure-creosoted wood con- 
struction is trouble-free construction. Many farmers 
tell about installations of pressure-creosoted wood 


which have required almost no maintenance to keep 
them in good shape for forty or more years. 


SAVES YOU MOWNEY-—Because it's s0 resistant to 
termites, fungi, dry rot, and other agents of wood de 
struction, pressure-creosoted wood lasts up to seven 
times as long as untreated wood. No more continual 


says Ben Catalina of 
Clarksdale, Mississippi 


“Last year I used pressure-creosoted posts to 
fence in my pasture land. I haven't had to re- 
place any of the posts, and I expect them to last 
for a good lonz time. I also used pressure- 
creosoted wood to make repairs in my barn and 
to put up a shelter over the water trough.” 


UNITED STATES STEEL CORPORATION 
525 William Penn Place + Pittsburgh 30, Pa. 





replacement of fence posts, no more continual repair of 
rotted buildings. Think how 

much actual cash this can save 

you over a period of years! 


Itural Extension Section 
nited States Steel Corporation 
Room 4270, 525 William Penn Place 
Pittsburgh 30, Pa. 


Please send booklet, “Fences that P: 

U’S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS cotsing Geo use of prenmure-crossened wend fay 
construction 

You can be sure of dependable service when you order wood posts and poles which have 

been pressure treated with U-8-8 Creosote, a quality product of the United States Steel 

Corporation. For the name of your local dealer, mail the coupon. We'll also send you in 

formative literature on how you can save money with pressure-creosoted wood construction. 


I would like to know the name of my nearest 
of pressure-c wood 





United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro- 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 
distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 
supply you with pressure-creosoted wood. Get the facts today on this 


profitable line. 
You've heard about them! 


You've read about them! 
We sell them / 
PRESSURE-CREOSOTED fence posts 


ducts of modern wood treating 
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FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R,) 

Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 4433,525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Seer ee teas 


@ You've heard about pressure- 
creosoted posts from your neigh- 
bors you've read about them 
in leading farm magazines. Pres- 
sure-creosoted posts mean fewer 
posts to buy over the years. . . 
leas labor in setting and reset- 
ting longer life from the 
fencing itself 

Why are pressure-creosoted 
posta your best buy? Because 
they are the engineered pro- 


plants. Just the right amount 
of Creosote is forced deep into 
the wood to give it the longest 
possible iife. There's no guess- 
work involved 

Over the years, you'll find 
pressure-creosoted posts cost you 
far less than any other wood 
post you can use. Come in and 
get prices and other information 
today 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 











by the development of phenol-form- 
aldehyde glue, GP-77. It is said to 
offer unusual resistance to water, 
weather, and mold. Edges of the 
sheathing panels are completely 
closed at this most vulnerable point. 
The hot-plate pressing production 
method also results in panels that 
are drier, lighter, flatter, and strong- 
er, according to the makers. 
Write for P266. Use coupon page 74. 


SPEEDS LOADING 


A new, self-contained materials-han- 
dling crane for trucks has been an- 
nounced by Truck-Crane, Inc., Dept. 
SBS, 130th and Halstead Streets, 
Chicago 27, Ill. 

It is said to convert any standard 
truck into a dual-purpose hauling 
and handling unit, lifting up to 5,000 
pounds at a time. It swings objects 
onto the trucks, lifts them off, and 
spots them anywhere desired within 
a 16-foot 280-degree radius. 

The complete unit requires only 
18” of space behind the truck cab. 
One or two men can handle any load. 
According to the makers, any pack- 
aged unit under 2,000 pounds can be 
unloaded in one minute. 

Write for P267. Use coupon page 74. 


DURABLE HINGE FINISH 


Hager hinges now feature a new 
aluminum-type finish, yet they sell 
for about one-third the price of a 
solid aluminum hinge. They are 
made by C. Hager and Sons Hinge 
Manufacturing Co., Dept. SBS, St. 
Louis 4, Mo. 

These new Luma-Sheen hinges 
not only offer the advantage of long- 
er life, but also permit matching 
them to other aluminum materials 
used in home construction. 

Write for P268. Use coupon page 74. 


BEVELED SIDING 


EverSide is a new plywood siding in 
pre-cut widths from 12” to 24”, bev- 
eled at the mill to eliminate installa- 
tion of wedges at joints and furring 
strips along the edges. It is made by 
the Walton Plywood Co., Inc., Dept 
SBS, Everett, Wash. 

The new panel claims the iifetime 
strength and fast, low-cost coverage 
of exterior fir plywood, a smooth 
resin-fiber surface welded to the 
panel, and the application ease of 
beveled siding. 

EverSide is exterior fir plywood 
with 100-per-cent waterproof glue, 
meeting industry-wide standards of 


performance and quality. It is over- 

laid with a phenolic resin-fiber that 

provides an ideal base for paint. 
Write for P269. Use coupon page 74. 


INTERIOR WALL PANEL 


Nu-Wood Panel-Tex is a new in- 
terior wall panel announced by the 
Wood Conversion Co., Dept. SBS, 
First National Bank Building, St. 
Paul 1, Minn. 

The Rahr Color Clinic of New 
York selected the three colors offered 

cactus green, almond brown, and 
lustre gray. The panels have a woven 
textured surface. They are made in 








Another good reason why it pays fo be a Dealer 


YOU GIVE 


YOUR CUSTOMERS 


MORE FOR THEIR MONEY 


When you sell the complete line of Dickey Products .. . 
sewer pipe, flue lining, wall coping, drain tile, meter boxes, 


flashing blocks and septic tanks . 


.. you can supply the 


needs of all customers. This means greater customer satis- 
faction and increased profits for you. Just another reason 
why it pays to be a Dickey Dealer. 


If it’s made of clay, it’s good . . 


W.S. DICKEY 
CLAY MFG. CO. 
Chattanooga, Tenn, 
Meridian 


Texarkar a 


Tex.-Ark. 


. if it's made by Dickey it’s better 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 
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8’ and 10’ lengths and in 8”, 10” and 
12” widths. 

Applied by staples, nails, adhesive, 
and the Nu-Wood clip system, the 
panels insulate and help deaden 
sound. 


Write for P270. Use coupon page 74. 


STEEL SWIMMING POOLS 


An all-steel swimming pool, assem- 
bled in sections, is announced by the 
American Bridge Division of the 
United States Steel Corp., Dept. SBS, 
P. O. Box 599, Fairfield, Ala. 

Made of corrosion- and rust-re- 
sistant, copper-bearing steel through- 
out, the pools have bottom and side 
plates just like bridge girders, de- 
signed for simple assembly in the 
field. Each unit is adaptable to filter- 
ing and re-circulating purification 
systems. 


Pools of four standard sizes are 
available, ranging from 33’x16’ to 
105’x35’. 

Write for P271. Use coupon page 74. 


FAN BLADE, BAFFLE KIT 


A fan blade and baffle kit is announ- 
ced by S. J. Stewart (Electric), Dept. 
SBS, 527-531 St. Joseph Street, New 
Orleans 12, La. 

The kit consists of one 30” baffle, 
which when assembled measures 36” 
square; four 3/16” composition 
blades, which make a 30” diameter 
fan when bolted to the spider; one 
8” steel pulley with %” bore, and one 
5%” diameter steel shaft, 9%” long, 
with keyways. 

All bolts, washers, and accessories 
are included. 

The unit is driven by a %-HP 
rubber-mounted motor. 

Write for P272. Use coupon page 74. 


WINDOW WALL UNITS 


The new Ranch extruded aluminum 
window units combine easily to make 
attractive window walls for homes, 
commercial or institutional build- 
ings. They are made by Ualco and 
distributed by the Southern Sash 
Sales and Supply Co., Dept. SBS, 818 


20th Street, Sheffield, Ala. 

The Ualco Ranch window will ac- 
commodate standard Thermopane 
double-glazing for both fixed and 
ventilator lights. Hardware features 
cam-acting locking handle. 

Aluminum screens clip easily to 
the interior of the window. They 
have vertical sliding wickets for ac- 
cess to operating handles. 

Write for P273. Use coupon page 74. 


STRONGER BLOCK 


An improved design for concrete 
building blocks has been developed 
by the American Webco Corp., Dept. 
SBS, 501 Broad Street, Sewickley, 
Pa. 

The new design employs more 
cells, increasing compression strength 
by at least 25 per cent without any 
additional weight or improving the 





Py temper-treated 


SA 


NEEDS NO PRIME COAT!’ 


A tough, durable, “ready-to-go” hardboard that defies 
weather, water and wear. 
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Manvtactured by: FOREST FIBER PRODUCTS COMPANY 
P.O. Box 685, Forest Grove, Oregon 
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e Supply Houses 
e Contractors 


* More Sales 
* More Profits $ $ 


e Builders 


with 


“The Orginal Pre-Cast Cured Stone’” 


Gone Are the Days of Complicated Installations 
With Heather-Stone You Eliminate Half the Time 


20-YEAR FACTORY GUARANTEE BOND 
@ Looks Like Real Stone 


@ Assorted Colors 
Color is Through Entire Stone 


@ Many Different Sizes 
Get the Full Heather-Stone Story 
No Charge for the Franchise 
No Molds Necessary 


Comes to You Already Made Like 
Natural Stones 


Write Today 


Southern Heather-Stone Sales Corp. 


P. O. Box 1733 


Roanoke, Virginia—Phone 2-5303 
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mix. The Webco block also retards 
sound transmission. Heat insulation 
is said to be increased 40 per cent. 
Webco blocks eliminate moisture 
penetration, according to the makers, 
by using six thin walls and no 
straight webs. These cause condensa- 
tion to occur in the center area in- 
stead of on inner wall surface. 
Write for P274, Use coupon page 74. 


TRUCK SAFETY DEVICE 


Swinguard is a new device to safe- 
guard against accidents that result 
from hand trucks slipping from the 
grasp of an operator. It is made by 
the Twin-Tilt Truck Co., Dept. SBS, 
4021 Apple Street, Cincinnati, Ohio. 

Made of heavy-braced steel, the 
attachment is used with any stand- 
ard two-wheeled hand truck, joined 
by clamps. 

The principle of operation is to 
force the hand truck forward and 
away from the operator if his grasp 
slips. The free-swinging attachment 
is so designed that it acts as a skid 
on the forward motion and keeps 
the hand truck on a slight angle. 

Write for P275. Use coupon page 74. 


DOUBLE HACK SAW 


The Double Hac-Saw, made by 
Dreier Brothers, Inc., Dept. SBS, 
5642 Lake Park Avenue, Chicago 37, 
Ill., has one fine-tooth blade fer light 
work and a second coarse-tooth 
blade on the other side for heavier 
work. 

Each blade cuts a full 5” dia- 
meter. A single turnbuckle tightens 
both blades at the same time. 

Each saw comes in a full-color 
jacket, designed to attract custo- 
mers’ attention. 

Write for P276. Use coupon page 74. 


METAL AWNING WINDOWS 


National awning windows feature 
a center operator that cuts inventory 
in half, since left- and right-hand 
installations don’t need to be consid- 
ered. They are made by National 


Window Corporation, Dept. SBS, 
P. O. Box 632, Jackson, Miss. 

The aluminum windows are ship- 
ped completely assembled, ready for 
installation and permanently bal- 
anced at the factory. They are 
weatherstripped, etched, and lac- 
quered at no extra cost. 

Write for P277. Use coupon page 74. 


PORTABLE DRY KILN 


A portable unit for kiln-drying lum 
ber and later maintaining it at low 
moisture in a lumber yard has been 
developed by the Farmotive Division 
of Vapor Blast Manufacturing Co., 


Dept. SBS, 3105 West Atkinson 
Street, Milwaukee, Wis. 

Fireproof in operation, the Farmo- 
tive Indirect Drier blows a high vol- 
ime of warm air over and through 








national 4 


WOODWORKS 


Ribbon 
or Stack 


Together 
or Singly 


National PANEL Window 























Order from your jobber 


Leading the way in 
Flexible planning 


et them in ribbons above 
and below picture windows, 
or stacked at the sides. Or 
use them in any other com- 
bination, or as single units. 


You can order them in 
groups, factory-assembled to 
your specifications. 


Write for new folder. 


NATIONAL WOODWORKS 


or write us for his address. Box 5416 Birmingham ¥ Ala. 
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the material being dried. The bottled 
gas burners produce about 1,000,000 
BTU of heat an hour, without danger 
of flame reaching the material being 
dried. 

Drying air temperatures are auto- 
matically controlled and can be set 
to avoid warping lumber from ex- 
cessively fast moisture removal. 

Write for P278. Use coupon page 74. 


SLIDING DOOR LOCKS 


A new series of locks and combina- 
tion pulls for sliding doors has been 
added to the Weslock builders hard- 
ware line. They are made by the 
Western Lock Manufacturing Co., 
Dept. SBS, 211 North Madison Ave- 
nue, Los Angeles 4, Calif. 

Included are a passage set for 
doors where no locking is required; 
privacy lock for bedroom and bath; 
privacy lock for patio and exterior 
doors, and privacy lock for connect- 
ing rooms, with turnbutton both 
sides. 

All locks are reversible, fitting 
doors from 1%” to 1%”. 


Write for P279. Use coupon page 74. 


DRY-WALL PAPER TAPE 


A new type of paper tape for install- 
ing dry walls is now available from 
the Synkoloid Company, 1745 Record 
Crossing Road, Dallas, Tex. Called 


slit-perforated Synko-Tape, it is said 
to offer several improved working 
qualities over established types of 
paper tape. 

Small punched slits permit passage 
of air when this tape is bedded, yet 
it withholds the joint cement from 
passage. No center crease is necessary 
because the slit holes form a straight 
line for folding either by hand or 
tool. 

Only .0075” thick, the paper is easy 
to work. Its wet and dry tensile 
strength has been increased by a 
controlled resin content. Stretching 
is reduced to a minimum. 


Synko-Tape comes in a heavy, 
spiral cardboard tube — like that 
shown here. Bright yellow, the tube is 
as useful as it is attractive. Write to 
Dallas office for free tape samples. 

Write for P280. Use coupon page 74. 


TRANSLUCENT AWNING 


Beautilite reinforced fiber-glass ma- 
terial is used to make Color-Glo 
translucent awnings by the Beauti- 
lite Co., Dept. SBS, P. O. Box 2, 
Bellaire, Tex. 

Made in four colors, these Color- 
Glo awnings filter the hot rays of 
the sun without cutting out much 
light. They were designed for fabri- 
cation on the local level from 14 
pattern designs. Special tables, jigs, 
and other production tools have been 
designed to aid the fabricator. 

Write for P281. Use coupon page 74. 


POWER SHOVELS 


The Clark Equipment Co., Dept. SBS, 
Buchanan, Mich., has added two new 
% -cubic-yard-capacity power shov- 
els, crawler and truck mounted, to 
its “Michigan” line of excavators and 
cranes. 

Model C-24 is the crawler-excava- 
tor. Model T-24 is a truck crane with 
6x4 or 6x6 drive. 

Write for P282. Use coupon page 74. 








LOADED WITH SALES APPEAL 


SHADOW 


BOX 


PANEL WINDOWS 


A Profit Maker For Building Material Dealers! 


Your customers who want beauty and convenience will 
be impressed by the possibilities in IDEAL Panel Win- 
dows for every room in the home. 


Available in units from one to three openings high; 
can be combined into twins, triples, quads or any mul- 


tiple of the single units. 


Five widths, each available in any one of four different 


heights. 


Widths; 24, 28, 32, 36 and 40 inches. Heights: 18, 


20, 22, 24 inches. 


@ Panels available with stationary 
gloss or operating sash 


@ Glass is bedded 


@ Operating sash can be had to open 


either inward or outward 
@ Strong metal locking device 


@ Pre-assembled; ready for installation 


@ Window screens furnished 
@ Preservative Treated 


DISTRIBUTED BY BUILDING MATERIAL JOBBERS 


MADE IN THE SOUTH’S LARGEST STANDARD MILLWORK FACTORY 
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& helpful literature 


VERTICAL-GRAIN SIDING. “Bevel 
Siding — Vertical Grain vs. Flat 
Grain” is a new sheet with sketches 
that tells advantages of vertical-grain 
siding for trouble-free performance. 
It helps sell better siding to the 
builder, helps the builder convince 
customers his house is better. Offered 
by makers of Palco brand siding, the 
Pacific Lumber Co., Dept. SBS, 35 
East Wacker Drive, Chicago 1, Ill. 


ALUMINUM ROOFS. A new full- 
color folder tells the story of Alumi- 
num Life shingles, “the shingle that 
ends roofing worries forever.” It 
also explains the unconditional life- 
time guarantee on these shingles. 
Aluminum Life Shingle Corp., Dept. 
SBS, 427 S. W. 13th Ave., Portland 
5, Ore. 


TEMPERATURE CONTROL. A new 
architectural catalog tells how “Se- 
lecTemp” permits a different tem- 
perature in each room of the home, 
according to the desires of the occu- 
pants. SelecTemp systems are engi- 
neered and manufactured by Iron 
Fireman Manufacturing Co., Dept. 
SBS, 2170 W. 106th Street, Cleveland 
11, Ohio. 


PLASTIC LAMINATE. Consoweld 
10 plastic laminate is the subject of 
a new booklet. Photographs show 21 
steps in applying the material to 
sink tops; 13 steps in wall applica- 
tion, and 4 steps in decorating and 
protecting bathroom walls. Conso- 
weld, Dept. SBS, Wisconsin Rapids, 
Wis. 

BUILDING SPECIALTIES. A com- 
prehensive new catalog and hand- 
book covers Clearview louver win- 
dows, outside blinds, awnings, awn- 
ing shutters, louver doors, storm 
sash, and promotional material for 
each product. Specifications and 
prices are included. Clearview Lou- 
ver Window Corp., Dept. SBS, 2625 
Elm Street, Dallas 1, Tex., or 3318 
S. W. Second Avenue, Fort Lauder- 
dale, Fla. 


STOCK METAL PRODUCTS. A 
complete catalog of products for resi- 
dential and commercial builders is 
offered by Detroit Steel Products Co., 
Dept. SBS, 3227 Griffin Street, De- 
troit 11, Mich. It describes Fenestra 
residential casement windows, pro- 
jected windows, installation acces- 
sories, outside and inside metal 
trimmed units, steel window wall 
units, basement and utility windows, 
sliding closet doors, hollow metal 
doors, and related products. 


PROTECTS METAL. A new booklet 
explains how Galvicon, applied by 
brush, spray, or dip, protects iron 
and steel surfaces from corrosion by 
a process of cold galvanization. It is 
used on any surface from steel 
bridges to garden gate. It prevents 
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sea growth on a ship’s hull. Galvicon 
Corp., Dept. SBS, 40 West 29th 
Street, New York 1, N. Y. 


MOSAIC TILES. The Mosaic Tile 
Co., Dept. SBS, Zanesville, Ohio, has 
released three new clay tile bulletins 
in full color. No. 161 covers “Mosaic 
Everglaze Hard Glaze Tile’; No. 162, 
“Mosaic Velvetex Ceramic Mosaic,” 
and No. 163, “Mosaic Glaze Wall 
Tile.” The various shapes made for 
applying tile are sketched in each 
bulletin. 


NEW GAS FURNACE. A new full- 
color brochure reveals new engineer- 
ng and style modifications of 
the Norman Southerner horizontal 
forced-air gas furnace. It describes 
the advantages of this compact unit 
to home-owners, indicating how it 
aves floor space. Norman Products 
Co., Dept. SBS, 1150 Chesapeake 
Avenue, Columbus 15, Ohio. 


DECORATES DOORS. A new folder 
describes the latest trends in deco- 
rator motifs for garage doors. A 
complete line of decorations is avail- 
ible to give a custom touch to any 
garage or other wood door at low 
cost. Frantz Manufacturing Co., 
Dept. SBS, Sterling, Il. 








HOW 


to make your 


BUSINESS GROW! 


" 1K you haven’t studied, and aren’t using, 
the NEW NRLDA MERCHANDISING CALENDAR, 
you’re disregarding the suggestions and information offered 
you by some of the industry’s top authorities in the pro- 
motion and merchandising of !umber and building materials 
—NRLDA’s Merchandising Committee. 


The CALENDAR is full of ideas 


practical, tested ideas 


—to help you plan and budget your sales and advertising 
program for greatest effectiveness. It suggests business- 
getting themes for direct mail, newspaper and radio adver- 
tising—guides you on what to promote to whom, and when 
—furnishes forms to assure that you will get the most for 
every dollar you invest—and shows you an easy way to keep 
the entire program under finger-tip con- 
trol. Consistent use of the calendar 
is sure to produce additional volume. 
Take advantage of NRLDA’s plan that 
shows you HOW TO MAKE YOUR 
BUSINESS GROW. If you haven’t 
received your copy of the Merchandis- 


ing Calendar, write NRLDA, 
Building, Washington 6, D. C. 


Ring 


Published in sup Pport of the NRLDA and 


its efforts in beha 
building materials dealers. 


f of all retail lumber and 


® 
Wonarch METAL WEATHERSTRIP CORP. 


6343 ETZEL AVE. 


ST. LOUIS 14, MO. 
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Texan Heads National 
Plywood Distributors 


M. C. Davidson, president of the 
Houston Sash and Door Co., in Texas, 
was elected president of the National 
Plywood Distributors Assn. at its re- 
cent annual meeting at Lake Placid, 
N. Y. Total registration exceeded 
300 with distributors, manufacturers 
and sales representatives attending 
from every geographical section. 

Other officers elected were Leonard 
E. Hall, Portland, Ore., first vice- 
president, and E. G. Thuresson, Chi- 
cago, Ill., second vice-president. Man- 
aging Director Charles E. Devlin 
was re-elected secretary-treasurer of 
the association. 

Directors representing the South- 
ern region are Louis G. Riecke, Tu- 
lane Hardwood Lumber Co., New 
Orleans, La., and Carey A. Watkins, 
Gulf States Plywood Co., Jackson- 
ville, Fla. 

Two newly-created positions on the 
board of directors were filled by the 
election of William H. Hunt, vice- 
president, United States Plywood 
Corp., for a two-year term; and 
Stewart White, Georgia-Pacific Ply- 
wood Company, for a one-year term. 

Although the concern of distribu- 
tors was general due to an increase 
in expenses at a time when margins 


are drifting lower, a note of cautious 
optimism was voiced by speakers 
based on (1) the continued expansion 
in consumer demand for plywood, 
amounting to 18% in 1953 as com- 
pared with 1952 and continuing into 
1954 at all-time peak levels; (2) the 
volume of total construction, and 
home-building activity favorable to 
increased use of wood and plywood, 
and (3) the enormous increase in pop- 
ulation which is destined to demand 
shelter at an even increased rated 
in the decade ahead. 

Robert N. Kelly, general sales 
manager, M&M Woodworking Co., 
Portland, Ore., and other speakers 
stressed the importance of develop- 
ing a closer relationship in producer- 
distributor merchandising in order 
to realize the full potential in the 
expanding demand for plywood. 

Emory E. Moore, of Chicago, II1., 
moderator of the panel session de- 
voted to the need for diversification 
in product lines, outlined the basic 
considerations which a distributor 
should study before taking on addi- 
tional products. He listed these: rela- 
tive importance of specialty sales 
effort, increased needs for working 
capital, the flexibility of manage- 
ment, additional demands on ware- 
house space, and the channels of 
distribution through which prospec- 
tive products must flow to market. 

Participants on this panel included 


J. F. Spaulding, sales manager, Black 
and Decker Co., who outlined the 
considerations for the successful 
merchandising of power tools; Elmer 
Weil, surface coating materials 
sales manager, and Ralph E. Han- 
son, market development manager, 
both of Monsanto Chemical Com- 
pany, speaking on surface coatings 
and plastic specialties; and Stuart 
Williamson, field representative of 
the Douglas Fir Plywood Assn., de- 
scribing the complete line of ply- 
wood specialty items now available 
to the distributor. 

Other products mentioned as offer- 
ing sales opportunities for the ply- 
wood distributor included redwood 
lumber, hardboard, corrugated plas- 
tic sheets, panel materials produced 
from wood chips or wood shavings, 
builders hardware, and specialty 
lumber. 

Howard Lewis, of the Lacey Sales 
Institute and president of the Boston 
(Mass.) Sales Managers Club, pointed 
out that the key to any successful 
product expansion appeared to be 
improved salesmanship. He urged 
distributors to consider a program 
of sales training within their own 
organizations or in cooperation with 
other distributors in local groups. 

Officials of the Douglas Fir Ply- 
wood Assn. and the Hardwood Ply- 
wood Institute presented their ply- 
wood advertising and sales aids. 





Barbecue FIREPLACE Equipment 


Boost Sales 
BUILD-IT- YOURSELF 
EQUIPMENT by 
Majestic 


with 


Here's the latest addition to 
the Majestic Line! A barbe- 
cue unit suited to patio or 
ranch type kitchen—by the 
leading manufacturer of 
build-it-yourself outdoor fire- 
place equipment. 

It's practical! Ready-built, all-metal 
frame with rugged, cast iron doors 
and grates that is easily bricked in 
at counter-top height. Side-opening 
doors allow parallel-to-wall installa- 
tion, Burns wood or charcoal. Spit 
and other accessories available. 
Budget priced. 


for Indoor or Outdoor 


— -, 
Pil 


Model 
OF.38-S 


= Write for this Full-Profit Line A m0 





Fe pinie 70 


JUST 
ADDED 


4 More Dry 
Kilns, Our 
Capacity now 
114 Million 
Bd, Ft. per 





WE ARE ALL SET .. . To give 
your orders careful attention and 
prompt shipment ... WE NEVER 
STOP MANUFACTURING Pon- 
derosa and Sugar Pine from our 
own large resources . . . top quality 
kiln-dried interior trim, jambs, 
frames, incense cedar venetian blind 
slats, glued-up panels, cut stock, 
box shook .. . 


What You Want, When You 
Want It. 
Ralph L. Smith Is Your 
Dependable Source Of Supply. 


Mixed Cars to the Trade, 
Our Specialty 








DEALERS: Get your free 
copy of ‘‘How to Enjoy an 
OUTDOOR COOK. 
NOOK" —a 52-page book 
packed full of designs eas- 
ily buile around Majestic 
units like the OF -38 (left). 
The book helps you sell 
fireplace equipment. 


the Majestic Co., inc. 
414-C Erie St. Huntington, Ind. 


Mills at 
Anderson and Castella 


Sales Office at 
Anderson, California 
Sugar Pine ¢ Ponderosa Pine ¢« Douglas Fir 
White Fir e Incense Cedar 














AUGUST, 1954 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





STRICTLY 
wholesale 


NASHVILLE, TENN.: The Warren 
Wholesale Co., 867 Granada, has been 
appointed a distributor of Panelyte, 
a plastic laminate made by the St. 
Regis Paper Co. 


TULSA, OKLA.: Barney Stewart 
Lumber, Inc., of Oklahoma City has 
opened a wholesale and industrial 
forest products branch at the former 
site of the Roy Lundy Lumber Co. 
here, 2515 East 11th Street. The firm 
is featuring redwood in carloads, 
stop-over cars, and pool cars. 


TULSA, OKLA.: New sales rep- 
resentative in Oklahoma for the 
Winton Lumber Sales Co. of Cali- 
fornia is Hubert Gliedt. He formerly 
was with the Interbay Lumber Co. 
at Oakland, Calif., as industrial lum- 
ber manager. Before and after World 
War II service in the Navy, Gliedt 
worked for lumber yards in West 
Plains and Springfield, Mo. 


WINSTON-SALEM, N. C.: Clar- 
ence J. Barbour Jr., now covers the 
Carolinas, Georgia, and Florida for 
Republic Steel Kitchens. After re- 


lease from the Marines in 1945, he 
opened his own retail kitchen store 
and later worked for kitchen-equip- 
ment distributors. 


ATLANTA, GA.: Associated Dis- 
tributors has been appointed distrib- 
utor for Insulite building products, 
according to President Charles West. 
The firm supplies retailers through- 
out Georgia. 


ST. LOUIS, MO.: The Tile-Craft 
Co. has been made distributor in this 
area for Formica-encased bathroom 
vanities and medicine chests, made 
by the National Vanity Co. in Ba- 
yonne, N. J. They are called Vani- 
tories. 


KANSAS CITY, MO.: Within a 
50-mile radius of Kansas City, the 
Henges Co., Inc., will serve as whole- 
sale suppliers for Vanitories—bath- 
room vanities covered with Formica 
laminated plastic. 


NEW ORLEANS, LA.: The Build- 
ers Wholesale Corp. has been granted 
a charter of incorporation, listing 
capital stock of $100,000. 


ATLANTA, GA.: The Gilsteel Dis- 
tributing Co. sends out a mimeo- 
graphed news sheet, the “Gilsteel 
Profitizer,” to its retail customers. 
It tells dealers how to promote vari- 
ous building materials and urges 
them to make use of free manufac- 
turers’ aids or inexpensive sales kits. 


SHREVEPORT, LA.: The Intra- 
south Division of Interstate Electric 
Co. has been franchised to sell 
Youngstown Kitchens by the Mullins 
Manufacturing Co. The parent com- 
pany already handles the line in the 
New Orleans area. 


BEAUMONT, TEX.: Remodeling 
and expansion of the local wholesale 
plant of Wm. Cameron and Co. at 
1850 Gladys Street was climaxed on 
June 11 by an “open house,” dinner, 
and entertainment for some 600 
people. Manager David Green ex- 
plained that the warehouse was 
enlarged from 26,000 to 36,640 square 
feet, including construction of a mez- 
zanine deck for more storage space. 
The offices and display room were 
remodeled completely. 


SHREVEPORT, LA.: Webster- 
Helm Wholesale, Inc., has been 
granted a charter to sell lumber 
products. It listed capital stock of 
$36,000. 


Folding Door Jobbers 
Named in Texas and S. C. 


The Hough Shade Corp. of Janes- 
ville, Wis., has appointed several 
new distributors for Ra-Tox and 
Fashionfold doors in the South and 
Southwest. All will stock a complete 





~ LOPES 


THE STRENGTH AND RIGIDITY THAT NOOTHER WINDOW CAN MATCH 


STEEL WINDOWS HAVI 


Residence of Mr. and Mrs. Harry E. Ormston, 
McLean, Virginia 


Designed and Built by 


Architect Harry E, Ormston 


ISIS 


Aja ait ee 


HOPE’S STEEL CASEMENTS 
were installed in the window-wall 
areas of Architect Ormston’s award- 
winning home. Ideally suited to the 
urchitecture of the building, they will 
permit easily-controlled ventilation; 
never warp or bind. Endowed with 
the strength and rigidity found only 
in steel, they will provide a lifetime 
of trouble-free service and require 


lictle maintenance. 


Write for Catalog 102. 


HOPE’S WINDOWS, INC., Jamestown, N. Y. 


THE FINEST BUILDINGS 


THROUGHOUT THE WORLD ARE 


FITTED WITH 


WINDOW 


HOPI 
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QUILD IT BETTER 
FASTER 


cneAPER WITH 
FAMOUS 
ONE-DER 


Building Products 


DOOR AND 
WINDOW FRAMES 


Easy to install—no job site 
assembly! Complete with 
trim both sides and all 
hardware. For block, brick 
or frame construction. Can- 
not warp or crack. Standard 
sizes—prime coated, 


For further de- 


DOOR UNITS 


Frame, trim, door, herdware 
in one carton. Level, nail 
through stud clips for quick 
installation. Rigid, accurate 
won't sag or bind Stand- 
ard sizes for 1%” doors. 
Prime coated. 


*Registered Trademark. 


SLIDING 
CLOSET 
DOOR UNITS 


Overhead V-track sus- 
pension. Permanently 
lubricated rollers. 
Prime coated — all 
hardware furnished. 
6’ 8” and 8 0” 


Order from your dealer, listed in the 
yellow pages of the telephone 
directory, or write us. 


ONE-DER FRAME 
Corporation 


1232 37th PLACE, N. 
BOX 3068 — BIRMINGHAM 6, ALA. 


line of these woven-basswood fold- 
ing doors to supply dealers in their 
areas. 

The new Hough distributors in- 
clude: 

Southern Venetian Blind Co., 1314 
Lincoln St., Columbia, S. C. 

Van Smith Building Materials Co., 
276 E. Bay St., Charleston, S. C. 

The Builders Specialty Company 
of Austin, 5215 E. First St., Austin 
31, Tex. 

Cain Builders Supply, 1933 W. 
Vickery St., Fort Worth, Tex. 
Aleo Supply Company, 
Greenville Ave., Dallas, Tex. 


4833 


Wholesale Firm Renamed 


The Southern Millwork and Hard- 
ware Co. in Memphis, Tenn., has 
changed its name to the Southern 
Millwork and Lumber Co., follow- 
ing the successful growth of its lum- 
ber division, which was started less 
than a year ago. 

President W. F. Monsarrat an- 
nounced two promotions in connec- 
tion with the name change. John E. 
McCall is now vice-president, lum- 
ber division, and J. E. McFarland is 
vice-president, millwork division. 

The firm handles West Coast lum- 
ber products exclusively and sells in 
a 12-state area. 


Ssirco Now in Dallas 


The Southern States Iron Roofing 
Co. has appointed Charles A. Rea as 
Southwestern district sales manager. 
He has been with Ssirco for 10 
years, mostly as a Tennessee branch 
manager. 

From his office in Dallas, Tex., he 
will establish and service distribu- 








Manufacturers Agents 


Wanted for each southeastern state to 
sell glass reinforced plastic sheeting 
corrugated and flat. Reply Fiber Giass 
Plastic, Inc., 4725 East 10th Avenue, 
Hialeah, Florida. 














Retail Lumber & Building Supply yard 
for sale, located in County Seat in 
Southern West Virginia, 2,000 popula- 
tion, Railroad siding one side of prop- 
erty, paved street other side, storage 
entirely under roof. Will sell Capital 
Stock or will lease real estate and sell 
merchandise and equipment and ma- 
chinery, about $55,000 merchandise 
inventory, owner wishes to retire. Will 
take $65,000 on lease basis or $85,000 
complete sale and give immediate 
possession. Box No. 45, SOUTHERN 
BUILDING SUPPLIES, 806 Peachtree St., 
N.E., Atlanta 5, Ga. 











REA DEEGAN 


tors for steel and aluminum residen- 
tial garage doors made by the Savan- 
nah, Ga., firm. 

Rea was formerly Memphis branch 
manager for Southern States. He 
previously had been Birmingham 
district sales manager. The garage 
doors and door frames to be sold in 
Texas are made in the firm’s Mem- 
phis plant. 

Anthony F. Deegan succeeds Rea 
as Memphis branch manager. For- 
merly sales representative in Missis- 
sippi. A native of Savannah, Ga., he 
has been with the firm as accountant, 
salesman, and branch manager since 
1945. 

The Southern States Iron Roofing 
Co. sells metal and other building 
materials through its 13 warehouses 
in nine Southeastern states. It manu- 
factures steel drums in a Birming- 
ham plant. 








AVAILABLE AT 
ALL TIMES 


KILN DRIED 
CABINET 


WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass- 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 
657 Grant Line Road 
New Albany, Ind. 
1 ETE AS TRIC SS 
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Plenty for Hoo-Hoo 
to Do in Houston 


Members of the International Con- 
catenated Order of Hoo-Hoo will 
have plenty to do at their 63rd 
annual convention in Houston, Tex., 
next month. The Cats and their 
wives will gather at the Shamrock 
Hotel, September 6-9. 

An informal welcome party will 
be held at the Detering Estate on 
Monday afternoon, September 6. 
Buses will take the delegates and 
their families to the round-up party. 
It will include an outdoor show by 
the Houston County Sheriff’s mount- 
ed police, a barbecue, and an in- 
formal dance. Music for the dancing 
will be by Papa Celestin’s Original 
Dixie Land Band, through the 
courtesy of the Texas Lumber Manu- 
facturers’ Assn. 

Convention outing day will take 
the Cats on a dutch luncheon to the 
Grand Prize brewery. Then they will 
join their ladies for a yacht trip 
down the Houston ship channel to 
the San Jacinto battleground, where 
they will inspect the monument and 
the Battleship Texas. Dinner will 
be served at the San Jacinto Inn. 

A gala convention dinner-dance at 


Belgian Honors U. S. 
Plywood Corp. Officials 


The Belgian government has con- 
ferred upon Lawrence Ottinger, 
chairman of U. S. Plywood Corp., 
the coveted decoration of the “Cross 
of Officer of the Royal Order of the 
Lion” in recognition of his promo- 
tion of trade between the United 
States and the Belgian Congo. 

Clifford P. Setter, vice-president 
of the company, was awarded the 
“Croix de Chevalier de l’Ordre Royal 
du Lion.” Both awards, in behalf of 
the King of the Belgians, were pre- 
sented by Baron Dhanis, represent- 
ing the Belgian government, at a 
luncheon ceremony at the Brussels 
Restaurant on June 30. 

The executives were honored for 
their company’s pioneering opera- 
tions in the Belgian Congo over the 
past six years, when the U. S. Ply- 
wood introduced into America a 
new African hardwood, known as 
Korina. The imported natural blond 
wood is used for fine furniture and 
cabinets and for wall paneling. 


the Houston Club will conclude the 
festivities on Thursday, September 9. 

Business sessions will be devoted 
to reports by officers, committee 
chairmen, and local club officials; the 
election of the new Snark of the 
Universe and Supreme Nine; the 
embalming of the retiring snark, 
John B. Egan, of Minneapolis, and a 
model Hoo-Hoo concatenation. 

After the concat, the ladies will 
join the men Tuesday evening at a 
buffet dinner and water show on 
the terrace of the Shamrock Hotel 

The lumbermen will hear C. H 
Shumaker, director of the Institute 
of Building Material Distribution of 
Southern Methodist University, at 
their luncheon meeting Thursday. 
At the same time, the women will 
enjoy a style show and luncheon. 

W. A. (Bill) Russell, 50220, Gen- 
eral chairman for the Houston con- 
vention, has arranged for a post- 
convention trip to Mexico for Hoo- 
Hoo delegates and their families who 
make advance reservations. 

Mrs. M. C. Davidson is chairman 
for the ladies’ activities. 

W. C. (Bill) Whitridge, 53966, is 
chairman of reservations and regis- 
trations. He urges all clubs to regis- 
ter their delegates by mail, in 
advance, so they may be welcomed 
and identified promptly after ar- 
rival. 


Wood-Fiber Panels 


(Continued from page 36) 


able, or where low-cost housing 
prevented use of higher-priced 
materials, houses are running down 
and need remedying. Usually such 
houses are in developments, mak- 
ing it easy for a dealer to send 
lirect-mail literature to the “‘occu- 
pant” in selected sections without 
the trouble of compiling a mailing 
list of these home-owners. Slant 
some of your radio and newspaper 
advertising directly at this group. 

These wall panels come in sizes 
ip to 8 feet by 20 feet — large 
enough to cover a compiete wall in 
a small home. This eliminates the 
cost of highly-skilled labor to seam 
joints and the possibility of a poor 
eam job. Higher-quality panels 
are sized by the manufacturer so 
that only one coat of paint is 
needed. 

Owners of these post-war homes 
can cover their own cracked walls 
by placing furring strips on studs 
ind around the perimeter of the 
area covered by each panel. 

Older Homes. Laminated wood- 








MAKE THIS YOUR BEST YEAR! 


STOCK 


Painters and home-owners prefer safe, 
sure Tandrotine for thinning paint, en- 
amel, or varnish. Long leveling. High 
flash point. Promotes even flow. Slow 
drying. Has a pleasant odor. 


Tandrotine is also superior for many 
other uses such as cleaning brushes 
and removing grease and wax. 


Stock up now and enjoy more sales, 
extra profits. 


Order from your jobber. 


Economical! 
Proven in Use! 
The Preferred 


Gallons 
Quarts, Pints 
Half-Pints 





TURPENTINE & ROSIN FACTORS, INC. 


SAVANNAH, GA. @ EL PASO, TEX. 
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WOVEN WOOD SLAT 
men SRE, ice Rekek a 


Veni-Flex is the new “design for living’ 
that’s designed for selling, too. Competi- 
tively priced . . . smartly styled . . . 
available in 8 vivid decorator colors, 
Veni-Flex doors mean “more dollars for 
dealers” . . . including you. 


QUICK TURNOVER .. . LONG 
MARGIN BIG PROFITS 


Instant customer acceptance means faster 
soles . . . bigger mark-up means extra 
profits. Only Veni-Flex offers so many 
high-priced features at such low cost. 
MULTI-USES MEAN MORE 
POTENTIAL BUYERS 


Homeowners and apartment - dwellers 
alike want to free valuable wall space 
. « « divide rooms . . . separate living 
oreas . . . add closet space . . . enjoy 
privacy with ventilation. Veni-Flex doors 
sell because they do every job better. 


Write for information on the 


NEW ECONO-FLEX 
FOLDING DOOR 


especially designed and 
priced for low-cost hous- 
ing projects. 


CONSOLIDATED 
VENETIAN BLIND COMPANY 


A Division of 


CONSOLIDATED 
GENERAL PRODUCTS, INC. 


24th and Nicholsor Houston 8, Texas 





fiber panels can be applied to walls 
of older houses where high ceilings 
frequently make other materials 
impractical. Since panel sizes run 
up to 20 feet, the 8-by-14-foot size, 
covered at the seam by mouldings, 
frequently provide the perfect 
answer for inexpensive covering 
for the large rooms of older homes. 

They also offer an easy way to 
drop these high ceilings and there- 
by lower heating expense in 
winter. This idea alone, promoted 
in early fall, can inspire small jobs 
on ceilings that grow into larger 
wall-covering projects. 

Accustomed to thinking only of 
wood for small home uses, most 
customers fail to realize the prac- 
ticality of laminated wood-fiber 
panels for mirror backing, head 
boards for beds, concrete forms, 
and other small jobs. 

The Negro Market. This can be 
one of the most lucrative sources of 
laminated wood fiberboard sales. 
Lower-income Negroes are eager 
to improve their dwellings but 
rarely know much about building 
materials and their cost of applica- 
tion. They may request a can of 
paint to refinish a rough board in- 
terior when actually they could 
afford the beauty of better walls. 

The important beginning of such 
a campaign is to determine who are 
the home-owners — who are the 
families who take greater pride in 
their dwellings. Someone who 
knows the area is the best bet. An 
outside salesman specializing in 
this market might contact a Negro 
realtor, doctor, or storekeeper, 
then later reward his cooperation. 

An Atlanta lumber dealer round- 
ed up three Negro contractors, 
demonstrated the advantages of 
laminated fiberboard to give them 
a sales talk to use. He pays them 
a commission -on every job they 
bring in. Together they are doing 
a big job in improving the interior 
appearance of Negro homes and, in 
some cases, adding rooms. 

Organizations that finance Ne- 
gro housing and improvements are 
good sources of cooperation. They 
are as eager for good short-term 
home-improvement mortgages as 
you are eager to seil materials. 

FHA racial relations officers are 
good sources of information. The 
South and Southwest are repre- 
sented by Albert L. Thompson in 
Atlanta, A. Maceo Smith in Dallas, 
Reuben A. Clay in Richmond, Wil- 
liam F. McKinney in St. Louis, 
and William T. Stansbury in Phila- 
delphia. 

Exterior Improvements. Six-ply 
laminated wood-fiber panels for 


exterior use offer one of the most 
inexpensive and quickest means to 
erect garages and carports for the 
millions of homes now lacking 
them. They also are ideal for play 
houses, summer camps, farm struc- 
tures. 

To prove this point, an Indiana 
retail lumber dealer staged a pro- 
motion that really woke the town 
up to the advantages of these lam- 
inated panels. He actually built a 
garage with panels on the side and 
roof, with roll roofing applied over 
roof panels. 

In publicizing the event, he offer- 
ed a prize to the person who came 
closest to guessing the number of 
minutes it took to completely erect 
the garage. 

Just as important as the panel 
itself in selling a wall job is the 
demonstration of mouldings. A dis- 
play of cornice, inside and outside 
corner, and panel mouldings — or 
at least illustrations of these 
mouldings and how they enhance 
an installation — should be ad- 
jacent to displays of wall panels. 

Some manufacturers offer de- 
scriptive literature in consumer 
publications. Requests are for- 
warded to local dealers. Too often 
the manufacturer later learns that 
the retailer failed to contact the 
prospect. It pays to make such 
prospects the responsibility of one 
specific salesman in your organiza- 
tion. 


The Modern Angle 


(Continued from page 29) 


ing counter and lounging space. 

The enclosed warehouse space 
also adjoins the sales area. In it 
common materials and supplies are 
stored and easily available for dis- 
play replenishment. 

Behind and around to the west 
of the building is the yard area, 
which provides lumber sheds and 
open storage of bulk materials. 
The truck entrance to the yard 
area is from the side street. The 
driveway exits west of the build- 
ing onto the next street. 

Adequate space is provided for 
offstreet parking for the customers 
adjoining the sales area. 

The improvements in displayed 
merchandise, service, and con- 
venience for both Sikeston Lum- 
ber Company personnel and cus- 
tomers can be gauged by studying 
the accompanying photographs 
showing the old and new stores. 
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$100,000 Volume 


(Continued from page 27) 


room, this unit features two desks 
and a cash register. Across the 
front and on the two ends are 
narrow counters for transaction of 
business. 

This combination counter-office 
arrangement was designed to fit 
in with the store’s plan for self 
service. It is located so that a man 
may sit at either desk and see the 
entire store, the driveway leading 
to the warehouse and lumber shed, 
and the highway in front. 

Self-service is obvious for nearly 
all routine building supply items. 
Gannaway says that it is partially 
responsible, at least, for the com- 
pany’s excellent sales of paints. A 
customer can locate and examine 
any paint the firm carries without 
help from a salesman. 

As the community is made up 
mostly of industrial workers, a lot 
of spare time is available to most 
home-owners so the Do-It-Yourself 
idea has taken hold well. Ganna- 
way reports that about 85 per cent 


of his paint sales are to individuals 
who do their own work. 

Women are important paint cus- 
tomers. Gannaway and his assist- 
ant, Jack Bridges, strive to in- 
struct every woman who is doing 
her own painting. 

The lighting fixture display also 
interests women. All fixtures are 
hooked up so that at the flick of a 
switch a customer can see how 
each will look lighted up in a home. 

Several small island display fix- 
tures are shifted frequently on the 
floor to keep the store looking fresh 
and to promote seasonal merchan- 
dise. 

One reason for the company’s 
higher profit margin is its system 
of inventory control. Gannaway 
stocks a wide range of merchan- 
dise, but he carries in each item 
only what he believes will fill the 
need of any maximum buying cus- 
tomer. He is able to do this because 
the truck driver lives in Monroe. 
Each morning, as he comes to 
work, he loads his truck with re- 
placement merchandise at the main 
Superior warehouse and hauls it 
out. 

For example, sales records in- 
dicate that 10 sheets of gypsum 
board is as much as any customer 


ordinarily buys. Hence the stock 
is limited to 10 units. When a eus- 
tomer buys several sheets at a 
time, the stock is replaced the 
following morning. There is little 
danger in running low and the 
investment is small. When a quan- 
tity customer comes in, there is 
always enough on hand to meet his 
needs until a truck can run to 
Monroe and complete his order. 

The warehouse has space for re- 
placement stock of everything car- 
ried and for heavier materials not 
carried in the display room. It 
includes the cement room, com- 
pletely enclosed to keep dust in- 
side. Orders for cement are filled 
through a door on the outside. 

To increase store traffic, Ganna- 
way arranged for local residents 
to pay their telephone bills at his 
company. There is not enough de- 
tail involved to make it necessary 
to hire extra help. Yet it brings 
n about 300 people monthly to pay 
their bills and browse around the 
tore 

The design of the building and 
the general plan of operation make 
it possible for Gannaway and 
Bridges to run this Superior Lum- 
ber Company branch with the aid 
of only a Negro truck driver. 





TWIN-TILT 


again leads the hand truck field with 
SWINGARD, an extra safety feature. 


SWINGARD 


TWIN-TILT trucks are of all metal construction 
with full welded frame and have 
rivets to work loose. Engineered for maximum 
ease of operation, TWIN-TILT is the only hand 
operated truck with the patented, labor saving, 
auxiliary frame. It lifts up to 1200 lbs. with 
finger tip control. The SWINGARD is of sturdy, 
bar iron construction with accurately machined 
shaft and mountings. The guard swings com- 
pletely out of the way when truck is moving the 
load, swings to safety position if truck is dropped, 
automatically catching and fully supporting the 
load, protecting man, truck and load. 


SWINGARD can be easily installed on 
ANY heavy duty hand truck, For de- 
scriptive literature write TWIN-TILT 


Truck Co. 


TWIN-TILT TRUCK CO. 
Dept. S$.B., P. O. Box 11 © St. Bernard, Cincinnati 17, Ohio 
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FREE! 
New Catalog! 


Ilustrates and describes com- 
lete line of seven Bessier 
Bicespesring Stairway Mod- 
els to meet all your needs 
This new catalog should be 
in your files for ready ref- 
erence—write for your copy 


IMMEDIATE 
DELIVERY! 


Stock and Sell 


BESSLER 


DISAPPEARING 
STAIRWAYS 


1, The ORIGINAL LV 


‘or over 4 
5 L stairway. 
. Seven well-engineered 
need. 
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Bessler Disappearing Stairway Co., 1900-F €. Market St., Akron 5, O. 
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AMAZING 
PULLMAN 


Powerful 
Pigmy 
with rust-proof 


stainless steel 
spring 





World's 
smallest 
true 
gounter 
halance 

for double ‘ 


hung 
windows 


Set of 4 weighs 
only 12 oz 


Position of baience 
installed in sash 


Sash morticed . . . no head 
or side room needed 


Lowest-priced true counterbalance 
on the market—plus extra saving of 
installation time, shipping and han- 
dling costs. Pullman's Powerful 
Pigmy utilizes the revolutionary 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 
portion is rustproof nickel-bearing 
steel, Write for full details. 


A 


MANUFACTURING CORPORATION 
» HOLLENBECK STREET 
OCHESTER 21, NEW YORK 


; PE svi: Ai Beare, Cae 
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Want Pre-Cast Research 


To finance a study of minor resi- 
dential exterior accessories, such 
as pre-cast entrance steps, Charles 
H. and Nelson Freeburg have donat- 
ed $1,000 to the Small Homes Council 
of the University of Illinois. 

The Freeburgs are brothers and 
builders in Memphis, Tenn. They 
have attended several of the counicil’s 
short courses in house construction. 


Outside Paints 


(Continued from page 34) 


But, being incapable of tinting 
her color choice from a white prod- 
uct, or unwilling to do so in any 
case, the home-owner or amateur 
painter has put a further burden 
on the dealer in rendering color 
service. The customer who is prop- 
erly impressed with your service 
and advice to him on outside paint, 
therefore, will look to you alone 
for all his decorating needs. 

Paint dealers have found that 
they can offer too many colors as 
easily as they can offer too few. 
Equal importance needs to be at- 
tached to how they offer color, 
what method and aid are provided 
for self-service in color selection, 
and what penalty, if any, is added 
cost-wise for either themselves or 
the customer. 

It is in the service of the Do-It- 
Yourself customer that you need 
a working knowledge of outside 
paint. As the last contact with the 
purchaser of outside paint prod- 
ucts, you assume the great re- 
sponsibility of representing the 
paint industry to him. 

You should help the user con- 
sider the following steps before 
and when painting: 


1, Paint outside only during fair, 
dry weather. 

2. Repair all split, decayed, or 
badly worn segments of the sur- 
face. 

3. Putty all cracks, open spaces, 
window sash, and nail holes. 

4. Remove all loose paint and 
correct the cause of any moisture 
condition that may have caused 
the failure of adhesion. 

5. Cover all knots or excessive 
resin deposits with knot sealer or 
by spotting-in with primer. 

6. Avoid painting outside when 
the dust is blowing or during 
periods of extreme temperature. 

7. Always follow the thinning 
instructions found on each paint 
container for best results. Each 
paint has been scientifically formu- 
lated, and when the directions on 
the can are followed, a properly 
applied film will give the best re- 
sults for that particular paint. 

8. Select the proper coating ma- 
terial for the type and condition 
of the surfaces. 

9. Brush all the paint coats out 
thoroughly. Do not flow on, for a 
thick coat is likely to wrinkle, im- 
properly weather, and will not 
yield a good surface for the next 
re-painting. Remember that two 
thin coats, dried thoroughly be- 
tween coats, are better than one 
thick coat. 

10. Allow ample time between 
coats so each coat will dry thor- 
oughly. The time to allow between 
coats will vary with drying condi- 
tions and thickness of film. An 
average drying time usually is 
shown on each paint container. 

11. If a color is selected for the 
finish coat, the primer should be 
approximately of the same shade. 
In this manner it is easy to accom- 
plish a two-coat job with greater 
depth and longer-lasting color. 

(Continued on next page) 
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Tinted primer should be priced 
exactly the same as finish coats. 
No extra charge should be made, 
over the price of white, for either 
coat in color. 

12. The proper tools, equipment, 
and thinners should always be rec- 
ommended and offered to make 
your service complete and assure 
the user of proper procedures, ap- 
plication ease, and desirable re- 
sults. 

To become a successful retail 
paint salesman, you must learn the 
nature, application, and desirable 
results from the use of the products 
you sell. The only way to do this 
is to read and re-read, to study and 
counsel, to master the broadly 
technical facts in factory litera- 
ture, at least, so you can tell the 
buyer the WHAT, HOW, and 
WHEN of paint and painting. 

It is especially important to the 
proper recommendation of outside 
paint for the salesman to study the 
label information and direction 
panel on the paint can or container. 
In doing this you will absorb such 
information as this to use on your 
paint customers: 

One-coat house paint should not 
be used on bare surfaces. However, 


it offers advantages and savings 
over two-coat systems when an old 
paint film has properly weathered 
but still is intact and re-paintable 

One-coat house paint must be 
thinned in a different manner from 
conventional house paint or primer. 

A two-coat house paint job will 
always give more satisfactory and 
longer-lasting results when a spe- 
cially formulated house paint 
primer is used for the first coat. 
Such a primer is designed to hold 
out better the liquid vehicles of the 
finish coat and enhance the beauty 
and life of the weather coat. 

Boiled linseed oil and turpentine 
are the proper thinners for achiev- 
ing good brushing consistency 
Boiled linseed oil is preferred to 
raw linseed oil because its chemical! 
dryer speeds its initial set and 
helps avoid the attraction of blow- 
ing dust or of insects. Turpentine 
is the preferred volatile thinner be- 
cause of its faster drying and 
greater penetration qualities. 

The retail dealer should serve 
and impress the paint customer by 
making every employee a paint 
salesman. Most paint manufactur- 
ers have selected and trained their 
representatives carefully, and they 


are willing and eager to conduct 
training sessions for your person- 
nel. You need only ask for such 
service and arrange for a con- 
venient time when your employees 
can return to the store during the 
evening. 

At such sessions you may learn 
a lot on these subjects: what paint 
materials are best suited for cer- 
tain jobs; how to advise the cus- 
tomer to buy them instead of some- 
thing else in mind that is less 
useful; the nature of the material 
and how to apply it; proper sur- 
face preparation; what results to 
expect from the recommended 
coatings. 

Factory representatives will ac- 
company this information with 
selling suggestions that should en- 
able your salesmen to combine 
technical and commercial tips in 
interesting, instructive, convincing 
sales talks on paint. 

Factory representatives will ad- 
vise you and your staff also on 
ways to productive paint adver- 
tising, how to put up a good front 
for your own store, and how to sell 
the public on making your store 
headquarters for their decorating 
needs. 
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@ VENTILATORS 
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Write for Complete Catalog 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 
3761 E. 91st STREET e CLEVELAND 5, OHIO 
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EZ-Way produc ts 


dealers! 


low cost storage space with EZ-Way Folding 
Stairways @ increase sales — show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 
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pearance, EZ-W 
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EZ-Way Fold- 
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take a 
good look at 


DAKO WHITE PINE 


one of 10 woods from the 


WESTERN PINE region 


Light but strong, straight-grained, soft and even-textured, 
light-colored Idaho White Pine is one of the few true white 
pines, Its dimensional stability and splendid workability 
make it a superior wood to recommend for fine paneling 
and woodwork, pattern-making, siding, all residential and 
light construction. 


Idaho White Pine comes in 3 select, 5 common, 4 
bevel siding, and 4 factory grades. You can order it in 
straight or mixed cars—together with other woods from 
the Western Pine region—from many Western Pine 
Association member mills! 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


LARCH 

DOUGLAS FIR 

WHITE FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 
RED CEDAR 


LODGEPOLE PINE 
get the facts 
to help you sell IDAHO WHITE PINE 
Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Yeon Building, Portland 4, Oregon 
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SENSATIONAL LOW COST 


NE-HOUR ASSEMBLY 


-THAN-O 
LESS-TH DESIGNED FOR ANY DOOR GRILL 


Beautifully designed, 

double ribbed, heavy 
.064 aluminum § channel, 
2-1/16" wide by %" 
deep. (Choice of lineal 
feet or ordering frame 
proper, expertly weld- 
ed). 





s mitred 90 
this 


Door Channe! 


degrees and extra 


cast insert 


heavy, die 
double locks miter, elimi- 


nating corner gussets 


Kick Plate of fine grain em- 
bossed quality rises 12 inches 
from bottom of channel, per- 
mits saving in wire cloth 


Facing Strip to completely square 
door opening. Heavy .052 alumi- 
num ("Z" shaped), %" x %" « A", 
symmetrically designed to blend in 
with the groves of the door frame. 


Attractive push grill can be 
secured at any desired center 
ing. 


Also available: A Full Line of Hardware and Tools. 


A Leader in the Industry Since 1945 


Cash in with this new profit maker now 


Act now... mail coupon today. 
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: : 7 
Call, Write, or Wire to: VULCAN METAL PRODUCTS P 
280! éth Avenue, South 


VU LCAN Birmingham, Alabama , 


Please send catalogue and further information 


METAL : about Vulean Dura-Screen Door. No obligation. 
pRoeucTs 


280! éth Avenue, South 
Birmingham, Alabama 


s 
ADORE (oe ee 
4 


* city _ State 


bEeouwowunneacecnene 


91 








Now’s the season to cash in on the demand for Sisalkraft by 
farmers and builders. Here are some of the hundred and one 
ways you con sell it: 


FARMERS: 

+ Covering hoy 

* Sealing silo doors and fill 

« Concrete protection 

* Closing-in 

« Under floors 

+ Floor protection 
« Outdoor protection for material 
and equipment 


BUILDERS: 
« shah hets 





+ Capping silos 





Ad La J u 

* Temporary grain storage 

* Paint drop “cloth” 

+ Covering concrete 

+ Protecting machinery stored in open 


Sell the Genuine 


SISALKRAFT 


HERE'S 
THE BEST KNOWN, 
FASTEST SELLING 
REENFORCED PAPER 





Building papers may look alike — but what a difference in per- 
formance. Farmers and builders know that fact. Sisalkraft 
stands for — and delivers — the kind of economical, long-lasting 
performance that helps keep your customers coming back. Keep 
stock of all widths from 3 to 8 ft., 13/2 ft. and 15% ft. 
SISALATION, Display this dependable vapor barrier and reflective 
insulation, Its rugged construction and outer surfaces of pure, polished 
aluminum help builders keep quality up, prices down. In widths of 36” 
and 48”, 


COPPER ARMORED SISALKRAFT for waterproofing SBS-8 
and flashing. Gives permanent protection at one- 

fifth the cost of heavy sheet copper. Widths from 

4” to 60” — 120 ft. rolls, 


AMERICAN 


G 
SISALKRAFT : 


CORPORATION 
Attleboro, Mass. + Chicago 64, Ill. 
New York 17, N. Y. + San Francisco 5, Calif. 
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Coming out in October 


Southeastem 


LUMBER DEALER CONVENTION 
and 
BUILDING MATERIAL SHOW 


IN-PRINT 


Editorial Features: 


e Special cover page with salute to the 
S. E. Convention sponsors 


e Complete program for business, exhibition, and 
social sessions 


e Photos and thumbnail sketches of program 
principals 
List of exhibitors, home address, and personnel 
attending the exhibit 


Index of exhibitors by product and services 


Brief sketches of the sponsoring associations— 
Florida, Georgia, Tennessee 


Testimonials from exhibitors and dealers who 
participated in 1953 Show 


Plus... 


1,000 EXTRA COPIES 
DISTRIBUTED AT THE 
CONVENTION! 


SEND YOUR SPACE RESERVATION 
IN TODAY 


SOUTHERN BUILDING SUPPLIES 


806 PEACHTREE ST., N.E. ATLANTA 5, GA. 
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Unlimited Uses 
mule 
Do-It-Yourself, 
Residential 
and Industrial 
Markets 


LOWER PRICES 


Every PLEXOLITE dealer is in a 
position to meet all competition — and 
attract volume sales and greater profits. 


MORE COLORS 


Only PLEXOLITE offers 12 beautiful 
colors to meet all requirements. Lead- 
ing architects acclaim PLEXOLITE’s 
colors the best in the field. 


RE SALES 


Aggressive national and local adver- 
tising plus effective “point-of-sale” 
materials create more sales for each 
dealer right in his own area. 


FXOL 


FIBERGLAS PANELS 


For patios, 
porches, lanais 


Produced by a new and exclusive 
process in the world’s largest, most 
modern plant devoted exclusively to 
translucent reinforced plastic panels 
—you are assured of the highest 
quality. Get full details about this 
fast selling shatterproof material 
from your nearest regional 
STOCKING DISTRIBUTOR 
listed at the right. 


- 
on > . 
~ 


For awnings, For carports, 


canopies, partitions 


fences, greenhouses 


General Distributor 


PLEXOLITE DISTRIBUTING CO. INC. 
4223 West Jefferson Bivd. 

LOS ANGELES 16, CALIFORNIA 
REpublic 0253 


Regional Distributors 


SAN DIEGO 
Maloney Specialties 
823 W. Laurel St., BE. 9-4168 


BAKERSFIELD 
Hopper Machine Works 
2315 "'M"’ St., 5-9071 


FRESNO 
Fibergias Engineering Co 
334 Van Ness, 2-0314 


SAN FRANCISCO 
Fiberglas Engineering Co 
1200 - 17th St., UN. 3-2380 


SACRAMENTO 
Fibergias Engineering Co. 
1615 Thornton, GI. 3-4814 


PORTLAND 
Fibergias Engineering Co 
406 N. W. Glisan St., BE. 6361 


SEATTLE 
Fiberglas Engineering Co 
1248 - 6th Ave. So., SE. 7030 


SPOKANE 
Fibergias Engineering Co 
3044 E. Trent, KE. 0408 


BOISE 
Pibergias Engineering Co 
2525 Ark St., 2-3627 


SALT LAKE CITY 
Fibergias Engineering Co 
336 So. Third St. W., 3-2769 


PHOENIX 
Fibergias Engineering Co 
1880 W. Fillmore, AL, 8-4541 


ALBUQUERQUE 
Fibergias Engineering Co 
1011 Sawmill Rd. N.W., 93-6767 


DENVER 
Construction Specialties 
2625 Walnut St., KE. 3271 


KANSAS CITY, WICHITA, 

OMAHA, DES MOINES 
The Carter-Waters Corp 
2440 Pennway, Kansas City, Mo 
Grand 2570 


OKLAHOMA CITY 
Kilpatrick Bros 
820 N. W. 4th St., FO. 51351 


DALLAS - FT. WORTH 
C. P. Waggoner Sales Co., inc 
301 S.E. 14th St., Grand Prairie 
NO. 22679 - FO. 8141 


HOUSTON 
W. L. Macatee & Sons, Inc 
103 Austin St., PR. 6167 


SAN ANTONIO 
Builders Specialty Co 
931 W. Hildebrand, PE. 9101 


DULUTH 
Arrowhead Steel Distrib ,, Inc 
367 Garfield Ave., DU. 75016 


CHICAGO 
Harris Bros 
1349 W. 35th St., LA. 3-1900 


HONOLULU 
Larson & Buck 
749 Nimitz Highway, 59-978 

ANCHORAGE 
Fibergias Engineering Co 
P.O. Box 833, AN. 2-9702 


© roc 


For industrial 
skylights & sidelights 





THE FIRST 
PICTURE WINDOW 
01D PART OF 
THE JOB! 


R°O°W HIGH-LITE GLIDING WOOD 
WINDOWS DO THE ENTIRE JOB! 
eel 


Removable R-O-W High-Lites excell in all five 
modern requirements — Privacy, View, plus all the 
fresh air wanted; Protection, Ventilation, 


and Space Saving. 


The wise merchandiser knows that home 





owners today are demanding quality and good 
appearance. R+*O-W High-Lite gliding wood 
windows together with the original R-O-W 


removable wood windows fulfill those requirements 

















in every respect — another reason why R-O-W 
merchandisers make more money, faster. 


Ask for more details. 


MANUFACTURED BY 


R-O-W DISTRIBUTORS 


MANUFACTURERS OF MILLWORK © DISTRIBUTORS OF BUILDERS SuPPLIES 


MILLWORK PLANT: RENO, NEVADA 


THE MOST POPULAR wy 2 TO 





